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YOUR CUSTOMER 
HAD TO PAY THEM! 


Sell him fuses which Eliminate 


Needless STOPPED TIME 


Workers STOPPED by a blown fuse means lost pro- 
duction—but wages go on. Show customers how 
needless stops can be eliminated by fuses which pro- 
tect TIME as well as motors—and see your fuse sales 
jump. 


Modern Jefferson Super-Lag Fuses protect TIME. 
They do not blow the moment current rises—do not 
stop the motor if the overload is only temporary. But 
they operate positively before the overload has time 
to become dangerous. It is this ‘‘wait’’ which gives 
the motor a chance to recover speed—which elimi- 
nates needless STOPPED TIME. 


Jefferson Super-Lag Fuses are made in both knife- 
blade and ferrule types, in all capacities to suit every 
customer need. Speed up fuse sales by selling TIME 
protection along with motor protection. 


FUSE CHART HELPS 


The Jefferson Fuse Chart tells at a glance the proper size fuse 
to use for adequate protection—help for you, help for your cus- 
tomers. Get your Fuse Chart No. 19 today. 


JEFFERSON ELECTRIC COMPANY 
BELLWOOD (Suburb of Chicago) ILLINOIS 
Canadian Factory: 535 College Street, Toronto 


The secret of Jefferson Super-Lag per- 

formance is in the lag plate on the Super- 

Lag link. This plate delays the normal 

fuse action, provides a time interval or 

lag by absorbing temporary heat rise. 

This time-lag prevents the fuse from T- ag 

blowing on harmless temporary overloads e 

—saves needless STOPPED time and up RENEWABLE FUSES 
link replacements. 
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SQUARE D MAN 








salesmen, contractors, and electrical 
engineers! 


@ Pictured above is the Square D Voltage Tester. It tests 
AC or DC, determines 25 or 60 cycle frequency. It elim- 
inates the necessity for carrying a number of lamps 
and also the hazards of lamp explosion. It is practically 
unbreakable; made to use on circuits up to 600 volts; 
is small, compact and easy to carry. Long rubber-cov- 
ered lead wires with hooked and pointed terminals 
make it easy to hook into both sides of a circuit. Send 
for the folder “Testing Without Lamps” which describes 
it in detail. 

The Square D Calculator pictured 
to the left is essential to anyone who 
has to calculate motor and wiring 
problems. It is a handy, compact unit. 
With one side you compute wiring; 
with the other, motor data. It is reli- 
able and accurate, being based on 
the National Electrical Code. The 
Square D Calculator is made in 
pocket size and is available in two 
models—a Standard and DeLuxe. 
Both are provided with suitable, pro- 
tective cases. Write for the_folder { 
which describes this unique calculator. 

Your own salesmen—and the men 
they sell—have a daily need for both — os 
of these instruments. Bring them to 
the attention of your contractor cus- 
tomers—carry samples; they are 
small and compact. 






































the first half of this year ran about 20 per 
cent ahead of the same period in 1934. 
Gross profits were lower, however, and, after all, 
it is margin rather than volume that determines 
whether or not a wholesaler operates at a profit. 

This serious problem of inadequate margins is 
largely due to the involved competitive situation 
within the electrical industry. 

There are manufacturers, and there are whole- 
salers, who follow a sane sales policy and en- 
deavor to maintain a market that will yield them 
a living profit. There are other manufacturers, 
and there are other wholesalers, who remind us 
of the fable of the jackass that contracted to go 
on a three-day journey for a single bundle of hay 
—just because he wanted to get the order. 

The present competitive situation is unques- 
tionably due to too much distribution. Electrical 
wholesalers compete not only with each other but 
with direct-selling manufacturers, free-lance man- 
ufacturers’ agents, hardware and mill supply dis- 
tributors, chain stores and mail order houses. 

Under NRA, it was necessary for NEWA to 
admit practically all comers. On the strength of 
their NEWA membership, many unqualified 
firms obtained wholesaler recognition from manu- 
facturers. This situation will be corrected in 
October when NEWA will again limit its mem- 
bership to qualified electrical distributors. 


. eat volume of electrical wholesalers for 


(THERE are chiselers, however, even among 

the so-called legitimate wholesalers. Local as- 
sociations, through their educational efforts, have 
reformed many a chiseler in the past and they 
can be counted upon to continue their good work. 
Manufacturers can assist in these efforts by limit- 
ing their distribution to wholesalers with a con- 
structive sales policy. 

Manufacturers’ agents, operating on a com- 
mission basis, are another destructive element. 
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Mueh Distribution 


Many of these men are genuine friends of the 
wholesaler and they exert a constructive influence 
on the market. But there are many others who 
also remind us of the jackass in the fable. This 
type of agent, and the manufacturers whom he 
represents, can expect little cooperation from 
electrical wholesalers. 

Hardware and mill supply distributors also 
fall into two groups. Some have separate elec- 
trical departments which are capably managed 
and which seek to operate at a profit. Others 
consider their electrical business as a side line. 
They hold aloof from the electrical wholesaling 
fraternity and apparently have no interest in the 
profit derived from their electrical sales. Non- 
electrical wholesalers of this type have no place 
on the distributor lists of electrical manufac- 
turers. 


ANUFACTURERS and wholesalers must 

both do their part in attacking this problem 
of adequate margins. The local markets where 
most satisfactory conditions prevail today are 
those in which electrical wholesalers have learned 
the art of voluntary cooperation. This offers 
convincing proof of the value of local wholesaler 
associations. 

Control of competition from without the elec- 
trical wholesaling trade rests largely with the 
manufacturer. Some manufacturers look upon 
the wholesaler as a partner and deserve only 
praise for their sales policies. Others exercise 
little care in the selection of both their sales 
agents and their distributors. They seek quan- 
tity rather than quality of outlets. They lack 


a definite sales policy and fail to recognize that 
the electrical industry is suffering from too much 
distribution. Until these manufacturers learn the 
value of limited distribution and of a constructive 
sales policy, they deserve no support from the 
electrical wholesaler. 
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Wire-life and satisfactory performance 
depend directly on insulation. And the quality 
of any insulation rests upon rubber. That is 
why “U.S.” with its vast experience in all fields 
of rubber development can make better insula- 
tion. Why “U.S.” Safecote provides the ulti- 
mate in wire performance. Made in all sizes, 


in a variety of colors. 





Stocks in All Industrial Centers 


es : is the 25th anniversary of ‘‘U.S.”’ Rubber planta- 
‘ 1 935 tions in the Far East. And the crude rubber pro- 
duction of “U.S.” is now more than three times the combined 
output of all other American rubber companies combined, Con- 
trolled quality from the actual planting of the rubber tree, bud 
grafting, tapping and so on down through the various manufac- 
turing operations to the finished product, assures extra value 
and extra performance for the user. 


Wire Division 
United States Rubber Products, Inc. 
1790 Broadway, New York, N. Y. 


he tae Pitattern Rubber TT ITE 
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ETC Prepared to Enforce 


Trade Practice Rules 


Unlike NRA the Federal Trade Commission 
stands ready to vigorously prosecute violators 
of trade practice rules. Procedure for mak- 


ing rules effective provides for prompt action 


HE industry's committee on trade practices has 
adopted the following simple procedure for making 
the trade practice rules effective : 

“For the convenience of the industry and in order to 
aid in carrying out the industry’s plan for making the 
rules effective, the executive committee of National 
Electrical Wholesalers Association has authorized the 
use of its staff and its office facilities by the electrical 
industry. 

“The association is acting as agent for and with the 
authority of the industry and under direction of the per- 
manent committee on trade practices organized pursuant 
to a resolution adopted by the industry at its Cincinnati 
meeting in 1931. 

“In accordance with the provisions of the plan ap- 
proved at the Buffalo meeting, in September, 1932, for 
making rules effective, 41 industry commissions have 
been appointed in marketing centers throughout the 
United States for the purpose of securing general recog- 
nition and observance of the rules in all sections of the 
country. 

“The authority granted by the industry to its perma- 
nent committee and to the industry commissioners 
through this committee is, of course, necessarily limited 
to those matters falling within the scope of the trade 
practice rules as finally phrased by the Federal Trade 
Commission and approved by the industry. 

“Under the procedure adopted by this committee, any 
one in the industry, believing that one of these trade 
practice rules has been violated, should make written 
complaint direct to the permanent committee’s headquar- 
ters, in the offices of National Electrical Wholesalers 
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Association, 165 Broadway, New York City. The 
managing director of the association, acting for 
the permanent committee, if he finds the com- 
plaint has to do with a matter falling within any 
trade practice rule, either in Group I or Group II, 
will immediately refer it to the industry commis- 
sion in the appropriate marketing center for 
prompt investigation and report. 

“It will then be the duty of the industry commission 
to investigate and report to the permanent committee at 
New York as fully as possible the facts respecting the 
alleged complaint. 

“If it appears that any trade practice conference rule 
has been violated, it will be the further duty of the in- 
dustry commission, at the request of the permanent 
committee, to use his good offices in an effort to secure 
observance of the rule for the future. 

“Tf this result cannot be thus obtained, the complaint 
will be referred by the permanent committee to the Fed- 
eral Trade Commission for action. 

“In any case where complaint is made direct to the 
industry commission in any marketing center, he should 
first refer the matter to the permanent committee at 
New York. Then, if the committee finds that the matter 
is within the scope of the rules, the commissioner will be 
requested by the committee to investigate and report, 
and the case will take the course described above.” 

When a complaint is referred to the Federal Trade 
Commission for action, an attorney for the commission 
will summon the offender to appear before him and will 
endeavor to persuade the violator to comply with the 
rules. If not successful, he will issue a “Cease and 
Desist Order.” If the violation still continues, he will 
summon the offender before the United States circuit 
court of appeals and present the evidence. If the judges 
are convinced that the approved rules have been violated, 
they issue a formal “Desist Order” and then, if the 
offense continues, they will cite the offender for con- 
tempt of court and make the punishment fit the crime. 














Suggestions for the 
Salesman of the Wholesaler 


A symposium of practical selling ideas gathered from 


interviews with experienced salesmen, sales managers, 


contractors and buying executives in a number of fields 


HESE 57 suggestions have 

been contributed by some 14 

successful men, all of whom 
have had wide experience in selling, 
in directing salesmen or in studying 
salesmen’s methods from the other 
side of the buyer’s desk. 

An Appliance Distributor 


1. A salesman should learn to 
shut the door when he leaves. When 
he has nothing more on the ball 
than: “What can I do for you to- 
day?” or “Can't you use a dozen 
more of this?” and similar jargon, 
when he goes out he leaves the door 
wide open to every other salesman 
in town. -Unselfish utilization of 
your time in planning and suggest- 
ing ways to improve your custom- 
er’s business not only closes the door 
but effectually locks it. 

An Automotive Sales Manager 

2. It is a crime to lose a customer. 

3. Make your- 
_ ane say our / self understood 
above all things. 
The best — sales 
talk in the world 
is lost if it is way 
down in_ your 
throat. 
4+. There is lots of backing and 





filling at the start of a horse race. 
But when the barrier goes up, if a 
horse loses more time puttering 
around to get his feet set, he is out 
of luck. In clinching a sale, it is 
the same. There is a certain in- 
stant when the barrier of resistance 
goes up. Learn to recognize it. 
Sieze that moment. Close! 

5. The wealthier a prospect is or 
the higher his station in life is, the 
easier he is to sell, as a rule. 

6. Thoroughly believe in your- 
self and others will believe in you. 

7. When the prospect brings up 
the other fellow’s line, keep your 
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By HENRY W. YOUNG 


mouth shut. Otherwise, it’s dyna- 
mite. 

8. Demonstration is the most im- 
portant part of the sale; letting the 
prospect get his hands on the article. 

9, If a salesman’s work calls him 
to the home, when he leaves that 
home he should call on the people in 
the two adjoining houses. 

10. I hate to see a_ salesman 
struggling at night with long re- 
ports and records. His _ reports 
should be of the simplest. The of- 
fice should keep the records and do 
the follow-up. 

11. Keep in touch with your cus- 
tomers. The good word of your 
customers passed along from friend 
to friend will make more sales than 
you can. They must never forget 
you. 

12. Salesmanship is spelled with 
four letters—L-e-g-s. 


A Tool Salesman 


13. When you talk to men in the 
shop, talk their language. When 
they cannot get hold of a green 
workman to rag, then a green sales- 
man does just as well. 

14. Shop tools are sold in the 
shop, though the order comes from 
the front office. But never try to 
high pressure a mechanic. He takes 
it as a reflection on his pqsition as 
a skilled man. He resents it imme- 
diately. 

15. Don’t be squeamish about dirt 
or grease. Grasp a greasy hand as 
firmly as you would a clean one. 
There are soap 
and water outside. 


16. To a good 
\ mechanic, a tool is 
a thing alive. See 
that you handle 
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tools in front of him as though you 
loved them, not as though you are 
pulling a snake out of a hole. 

17. In selling tools, stay away 
from demonstrations in comparison 
with competitive lines. Compara- 
tive tests in a shop seldom show the 
merit of one over another by mere 
observation. The laboratory is the 
place. It is scientific knowledge 
then, as against eye knowledge. 


A Manufacturer’s Sales Manager 


18. We must schedule our time. 
The salesman of the future will 
spend as much time scheduling his 
work as he formerly spent in plan- 
ning his expense account. 

19. Information that a salesman 
has dug up for himself and put into 
shape for future use is far more 
useful to him than “canned” sales 
talks. In using the former, he 
speaks with the conviction of an au- 
thority and in using the latter, he 
speaks with the authority of a 
parrot. 

20. Study the prospect’s needs 
more and do not spend time talking 
“best” except as your product is best 
for the prospect’s particular needs. 

21. Selfish selling of the kind that 
has been prevalent during the 
depression cannot win real success. 

22. I class good salesmen as 
merely extensions of the sales ex- 
ecutive organization. 


An Electrical Contractor 


23. The wholesaler’s | salesman 
should cherish his price book and 
keep it Holy. For the good of the 
contracting and wholesaling  busi- 
ness, do not give it out to other than 
those who can legitimately figure on 
construction work. 

24. The chief “don’t” for the 
salesman is not to peddle job infor- 
mation. 
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25. The most valuable attribute 
of a salesman is to know his lines 
thoroughly as well as their applica- 
tions in actual work. 

26. It is just as bad judgment for 
a salesman to make promises con- 
cerning service and delivery that he 
knows cannot be fulfilled, as it is to 
make them about performance of 
the product itself, which he knows 
cannot be met. 

27. The policy of a house is only 
as good as its ambassadors, the 
salesmen, make it. 

28. When quoting on anything 
not in the pricebook, always check 
and then confirm in writing. 


A Wholesaler’s Purchasing Agent 


29. The salesmen of the whole- 
saler are in a great measure the pur- 
chasing agents of the organization, 
since they have direct contact with 
the trade. 

30. Salesmen should live up to 
this responsibility. Train yourselves 
not to be too quick on the trigger 
in making recommendations as to 
lines to be taken on; nor yet so con- 
servative that the house misses good 
merchandising “bets.” 

31. Be careful in taking COD 
orders. It is easy to send them in 
under the impression that if the 
party does not pay we are nothing 
out. Often we are out, having or- 
dered the goods, since they must then 
he put in stock, perhaps slow-moving, 
when stock is already too heavy. 


A Power Equipment Salesman 


32. In going after a job of any 
size, you are playing a game of 
bridge. After the preliminaries are 
over, you have just 13 cards to play. 
If you just play them at random, 
you are sunk. You must have a 
plan and so it is with selling. 


An Ex-Mayor 


33. Personality is simply that 

quality in a man that gets him an 

audience and a respectful hearing. 

Good authority states that it is not 

a common factor 

4 in men but a so- 

~ . cial product; the 

result of a man’s 

d association with 
other men. 

34. There are 
two sides to every set-up—the pros- 
pects and yours. Study his moods 
and habits to find the psychological 


time at which to make your bid for 
his consideration. 

35. I believe that the average 
salesman should give more time to 
laying his lines and building up for 
the interview. Plan to get to the 
prospect when he is ready to buy. 

36. Some say that salesmanship is 
a gift of God. But it must be 
coupled with common 
sense—lots of the 
latter. 

37. Don’t take 
yourself too seri- 
ously. After all, it 
is the product you 
are selling, not yourself. So take the 
product seriously. 

38. You cannot sell hot air, un- 
less it is for heating a house. 





A Utility Purchasing Agent 


39. Keep us informed of new de- 
velopments in the class of equip- 
ment we are buying. Often you 
know before we do. 

40. Tell us at once of any changes 
in methods of delivery or buying 
terms, including price. 

41. Come prepared with author- 
ity to negotiate contracts. 

42. Give me a salesman who re- 
alizes that he is not through when 
he gets the order but only when the 
materials have been delivered, are 
in satisfactory operation and satis- 
faction has been given as regards 
any adjustments. 


A Wholesale Hardware Manager 

43. It is far better for a salesman 
to work in a territory other than the 
one in which he was born and 
brought up. Never was the saying 
that a prophet is without honor in 
his own country more applicable. 

44. It is unfair to the salesmen 
of a house to set up an arbitrary 
single rule or plan for compensat- 
ing them for car expense. The plan 
should be flexible so as to take into 
consideration the variables which 
occur in different territories. 


A Manufacturer’s P. A. 


45. I do not expect a salesman to 
solve all of our problems. But 
when something goes wrong, I ex- 
pect him to get hold of the data or 
the man able to solve the problem, 
if it is in connection with material 
bought from him, and that in the 
shortest possible time. 

46. The purchasing agent must 
keep his ears open to all suggestions 
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for the betterment of his product 
or economy in manufacturing it. 
The distributor’s salesman can and 
should be a clearing house for use- 
ful information. 


A Utility Sales Manager 


47. When your prospect is creat- 
ing a field of force of potential busi- 
ness, by advertising, etc., see that 
you swing your wires through it so 
as to generate some current—orders 
—for yourself. That is the princi- 
ple of the dynamo. 

48. Get acquainted with and co- 
operate with the utility’s lighting 
and other salesmen. There is where 
the business originates. 


An Electrical Contractor 


49. Studv the human side of your 
prospect. Try to think as he thinks 
before plunging into vour main sales 
talk. In that way, you learn from 
your prospect many times. if you 
can get him to talk, whereas you 
were there supposedly on a teaching 
job, only. 

50. Be on time with your appoint- 
ments. whether the prosnect is or 
not. Salesmanship is a_ business 
proposition. Be a business man. Of 
all requisites, reliability is first. 

51. In every commercial establish- 
ment there is some key man—engi- 
neer, fireman, janitor or handy man. 
Find him! With the key in hand, 
vou don’t have to break the lock. 
He may not sign the checks or ove 
the orders, but he can make life mis- 
erable for those who do. 


A Refrigerator Sales Manager 

52. Successful selling is a hard 
job of painstaking attention to de- 
tails. It is not a spasmodic display 
of temperamental talent. 

53. Hold your salesman organiza- 
tion down to a size you can handle 
efficiently. 

54. Salesmen are simply exten- 
sions of the home sales office into 
the field. 

55. We never ask the dealer to 
buy merchandise. We are continu- 
ally after him to sell it. There 1s 
where the salesman functions best. 

56. The salesman should be given 
full rein in settling complaints on 
the part of the dealer, and then 
should take full responsibility. 

57. I place most confidence in a 
salesman who will settle down on 
the job and follow out on the de- 
tails of the manufacturer's sales plan. 


- 
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Indirect lighting from Curtis luminaires provides the Chicago 
office of General Electric’s lamp division with 40 foot candles 





Some actual cases where high 
general illumination plus local- 
ized lighting for close work have 
reduced errors and increased 
the efficiency of office workers 


Better Office Lighting 
Pays for Itself 


ECENT investigations by Nela 

Park engineers have taken the 

theory that better office light- 
ing pays and translated it into a sta- 
tistically proven fact. Case studies carried on under 
actual conditions of work have brought to light some 
interesting figures which should be of practical help to 
the wholesaler and his salesmen in aggressively soliciting 
this large lighting market. 

The tests discussed in this article are particularly ap- 
plicable in the case of insurance companies, utilities and 
other organizations which keep extensive customer rec- 
ords or carry on large, regular billings. The results of 
the tests, however, should be of interest to executives 
of every office where close work is required. 

Because card punching is one of the most difficult 
tasks performed in tabulating work, this specialized oper- 
ation was selected for special study. 

This investigation, made in the statistical department 
of General Electric’s incandescent lamp department in 
Cleveland, Ohio, covered a period of more than ten 
months and resulted in the adoption of many new ideas, 
all of which have contributed to the lessening of operator 
fatigue and the increasing of operator efficiency. 

The first change to be made as a result of these 


By DEAN M. WARREN 
Nela Park Engineering Dept., 
General Electric Co., Cleveland 


studies was to relocate the work. 
Under the original set-up the papers 
from which the operator transcribed 
were placed on a drop leaf on the left 
side of the machine. In this position the transcriber 
could not read from them easily unless she bent forward 
in her chair and to do so placed her in an uncomfortable 
position that induced body fatigue and necessitated pe- 
riods of relaxation. 

This unsatisfactory condition was corrected by devel- 
oping a novel detachable bracket and attaching to it a slop- 
ing shelf, similar to a music rack, for holding the papers. 
The shelf was mounted in front of and slightly to the 
left of the operator, thereby enabling her to assume a 
more natural posture as she copied from her papers. 

Because card punching requires close visual applica- 
tion for long periods of time and because the papers 
from which the operator transcribes are carbon copies, 
and therefore not easily legible, it was decided to try out 
the effect of giving the operators considerably more 
light than that provided by the overhead system which 
was then producing 8 footcandles. All the machines 
were power-driven which meant the electricity had to be 
brought to the machine and the natural solution was to 
install a lamp on each machine to supplement the general 

lighting. 

The first system to be tried consisted of small 
bowl reflectors equipped with 25-watt Mazda 
lamps. These units were attached to the shelf 
bracket and by means of a flexible arm were 
easily adjusted by the operator to any desired 
position. Because this system had several faults, 
chief of which was a bad specular reflection 


Before and after photos show clearly how a combina- 
tion of regular stock items increased efficiency of this 
duplicating machine operator 
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caused by improper diffusion, it was soon re- 
placed by a fixture of the study lamp type. 

These lamps are mounted a little above the 
eye level of the operator on arms attached di- 
rectly to the key punch machines. 

This supplementary system, equipped with 
100-watt Mazda lamps, produces approxi- 
mately 60 foot candles of illumination on the 
work, eliminates direct and reflected glare and 
produces comfortable lighting over the entire 
working area of the machine. 

Where supplementary lighting is provided 
care should always be taken to avoid a high 
contrast between the bright work and the dark 
surroundings. This means that for every ten 
foot candles of supplementary lighting there 
should be at least one foot candle of general 
lighting. 

That these additional foot candles con- 
tributed to an improvement in operator effi- 
ciency is evidenced by department records. 
These records show that from an unusually 
high average before the changes were made, 
production reached a permanently higher level 
of about 30 per cent based on a four months’ 
operation without the equipment and four 
months after its full benefits were realized. 

Under this new lighting not only are. the 
workers able to approach the top speed of their 
machines, but because fatigue has been les- 
sened, errors have continually decreased with 
the February figure showing a reduction of 
more than 50 per cent over those recorded 
prior to the installation of better lighting. 

Examination of the production curve shows 
that production gains were gradual and not in- 
stantaneous. This apparent slowness is an- 
swered by the fact that an operator establishes 
a certain working rate which remains fairly 
constant until conditions bring about the estab- 
lishment of a different working rhythm. Even 
then, a new rate cannot be immediately ac- 
quired, but is gradually developed as the oper- 
ator adjusts herself to the new conditions. 

Additional foot candles are also provided 
for the duplicating machines. This supple- 
mentary lighting aids the operator in placing 
the master on the roll and materially reduces 
the time required to do an accurate “blocking 
out” operation. 

That fatigue is partly a by-product of poor 
lighting is revealed by tests given the key 
punch operators by engineers of our research 
staff. One day a group of operators would 
work under the general lighting alone, while 
another group worked under the supplemen- 
tary system; the following day they would 
alternate. Tests were made at the beginning 
and end of the day by means of an opthalmic 
ergograph for measuring ocular fatigue. These 
tests showed that the eye muscles were three 
times as fatigued when the day’s work was 
done under‘the lower level of illumination as 
they were when it was done under the higher 
levels. 
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PERCENTAGE OF ERRORS MADE TO 





Increased general illumination and additional foot candles 
directly on the work from a unit similar to the IES study 
lamp, increased production and cut errors in this transcribing 
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This curve strikingly portrays the great reduction in errors 
that followed the installation of the lighting shown above. 


The installation was made in April 
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This chart indicates the increase in production which the new 
lighting, plus the change in the operator’s posture, brought 


about in a few months’ time 

















These Displays Sell Fixtures 


COTTAGE with white 

walls and green shutters 
isn’t news out in the suburbs 
but in the midst of an electri- 
cal wholesaling establishment, 
it is rather unusual. The Lax 
Electric Co. of St. Paul has 
not only built sucha “cottage”’ 
in its warehouse, but has actu- 
ally made it pay. 

Easily seen from the front 
window, this house is devoted 
entirely to the display of light- 
ing fixtures. The interior 
measures 35x35 ft. and con- 
tains 136 ceiling, 230 wall and 
24 baseboard outlets. Every 
fixture can be lighted, thus 
giving the prospective pur- 
chaser an opportunity to see 
how each fixture will look 
when installed. Display boards 
and show cases featuring re- 
flectors and globes help to 
make the line more complete. 


As a prospective pur- 
chaser enters the front 
door of the “cottage’’, 
he is greeted by the dis- 
play of wall and ceil- 
ing fixtures shown be- 
low. A few chairs and 
tables help him to visu- 
alize the units as they 
will look when actually 
installed 
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for the 


Lax Eleetrie Co. 





An exterior view of the attractive 
“eottage” at the Lax Electric Co. 





A corner of the interior. The showcase provides 
extra shade display 


Salesmen of the company 
believe in the sales possibili- 
ties of this “fixture cottage’ 
and bring in their dealers and 
contractors. | What’s more, 
they encourage these very 
dealers and contractors to 
make liberal use of the display 
as a selling aid in promoting 
the line with their own cus- 
tomers. They come to use the 
“cottage” as freely as if it 
were part of their own estab- 
lishment. 

A rug on the floor, a daven- 
port and numerous tables and 
chairs help to give the fixture 
room an actual home appear- 
ance. Furthermore such com- 
forts invite the prospective 
buyer to tarry and take time 
enough to carefuily select suf- 
ficient fixtures for all of his 
needs thus building up the size 
of the order. 


Bath room fixtures are 
displayed in the section 
of the room shown in 
the lower left. On the 
right is a reflector dis- 
play board. The couch 
gives the room a home- 
like touch and gives the 
customer a comfortable 
place to make his 
selection 
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Consider 


AKRON 


as Your MARKET 





... Inspect the actual 
merchandise which 
you buy. 


» COMPLETE STOCKS « 


Benefit from personal 
contact and interest 
in your PERSONAL 
problems. 


Save time .. Buy many 
things on one trip... . 





To the Buyers in Carroll, Columbiana, 
EY. Ss Medina, Portage, Stark, Summit, 
Tuscarawas and Wayne Counties 


@ First, close to your doors, a jobbing and wholesale market capable 
of taking care of practically all of your needs. 


Fine paved highways extend from Akron to all parts of the eight 
counties of which it is the logical jobbing center. Bus lines and rail- 
reads afford excellent service for those who do not care to travel by 
automobile. 


Akron’s jobbing and wholesale concerns are ably and efficiently man- 
aged. They stand ready to serve you — if you will give them the 
opportunity. 

We herewith submit to you the names of the leading jobbers, distrib- 
utors and wholesalers in our city, and we list the products which they 


handle. 

We also are including a list of the manufactured products turned 
out by Akron’s industries, so you may know that a great industrial city 
extends a cordial invitation to you to come and enjoy its hospitality. 
The United States industrial census of 1933 shows that Akron is Ohio's 
second industrial city—standing next to Cleveland in the total of its 
industrial payrolls and value of manufactured products. 


Our Trade Area Committee will be pi d to 
gquiry about Akron’s markets. 


any type of in- 





A warm welcome awaits you if you will visit our city, and will let us 
know when you will arrive. 


» QUICK DELIVERIES « 











Lisle M. Buckingham, President, 


Akron Chamber of Commerce 


The first of a series of monthly broadsides featuring the Akron campaign 


Akron Promotes the Wholesaler 


New cooperative program is designed to make buyers in 


the Akron trading area conscious of the economical services 


available from local distributors on all lines of merchandise 


VERY wholesale buyer in the 

eight counties constituting Akron’s 

trading area will be wholesaler- 
conscious, if an educational campaign, 
inaugurated last month, reaches its ob- 
jective. Once a month, for 12 months, each of these 
individuals will receive a folder setting forth the merits 
of Akron as a buying center and of the wholesalers of 
the city as a buying source. 

At present, the cost of this activity is being carried by 
some 18 wholesalers who handle various types of goods 
and equipment. Their advertisements, together with a 
map of the Akron territory and a monthly calendar, take 
up the entire inside of the folder when it is opened. The 
cost to each wholesaler, including mailing and all inci- 
dental expense, is less than $100 for the year. 

The first page of the folder, reproduced above, gives 
a few facts about Akron and its wholesale houses. The 
next page is entitled: “Do you know Akron?” Facts 
about the city and its development and a list of the 
products made within the city, occupy most of this page. 
Although the general theme will remain the same, the 
text on both of these pages will be changed for each 
issue. A monthly change in the color of both the paper 
and the ink will help to keep interest in the series of 
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By HOYT O. SMITH, 


Manager, Electrical Dept., 
Hardware and Supply Co., 
Akron, Ohio 


issues alive during the entire campaign. 

In order that no duplication of mail- 
ing will occur, each of the cooperating 
wholesalers furnished a mailing list to 
the Chamber of Commerce. From these 
names a master list was compiled to which additions will 
be made from time to time. 

The local merchants are very friendly to the campaign 
because they realize that a better appreciation by out-of- 
town buyers of Akron’s ability to serve the entire trading 
area effectively, will bring regular visitors to the city. 
This, in turn, will give them an opportunity to sell more 
of their wares. Akron is not peculiar in its location, 
and with the aid of the transportation facilities which 
are carefully pointed out on the inside of this broadside, 
anyone can quickly see the convenience of buying in 
Akron, thus saving time, effort and money. 

Because they are mailed to wholesale buyers only, 
these broadsides will not offend the retail merchants in 
surrounding communities. On the other hand, we believe 
that this monthly effort, undertaken through cooperative 
effort on the part of most of Akron’s wholesalers in all 
lines of business, will create a more friendly feeling 
toward Akron as a trading center. At the same time it 
will make the buyers in this area wholesaler-conscious. 
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Suemaneey of the Electrical ne Trade: 1933 























~ Number of Net sales 
| establishments | (000 sansa | Full- Pay | Stocks 
Wholesalers of - cc time | roll jonhand 

| “  \employees|; (000 | (end 
| 1933 1929 | 1933 1929 | change (average) | omitted) of year) 
Electrical appliances, eeenee: and supplies.| 1,514 1,416 $186, 923 | $182, 554 | | —61.3 | 13, 472 | $20, 708 $33,294 
Radios and radio eee: Or: 399 652 36,252 | 315,538 | | —88.5 2,635 | 4,087 | 5,265 
Refrigerators. . PSL SRR alk Aeiemeds 154 | 47,579 38,049 | +25. 0 | 3.880 | 5.706 5,262 
All Electrical Wholesalers............ | 2,067 2, 146 -|$270,754 754 | $836, 141 | = 67. 6 | 19,987 | *$30,501 $43,821 
*Payroll accounted for 50.8%, of total expenses of electrical wholesalers in 1933. 
New Data on Wholesaling 

Latest census bulletins contain new information on the whole- 

sale trade including comparative statistics on electrical, radio 

and refrigeration wholesalers, for the years 1929 and 1933 
RENDS in the wholesaling field from 1929, a year ber of houses during this four-year period. Radio 
of prosperity, to 1933, a year of depression, are wholesalers, however, showed a high mortality and a 
shown in the latest bulletins on wholesale distribu- drop in sales volume of over 88 per cent. Refrigerator 


tion, released by the Bureau of the Census. 

Last year the Bureau obtained CWA funds for the 
purpose of conducting a Census of American Business 
covering the 1933 operations of retail and wholesale 
firms, also the service industries. 

To facilitate comparisons in the wholesale field with 
the first Census of Distribution, which covered the year 
1929, every effort was made to follow the same trade 
classifications. The results are now available in a series 
of seven bulletins, entitled “Wholesale Distribution” and 
available from the Bureau of the Census, U. S. Depart- 
ment of Commerce, Washington, D. C. The accom- 
panying table and charts have been prepared by the staff 
of ELectricAL WHOLESALING from Volume I of this 
series, which comprises 


distributors, alone, reported increased sales, with a cor- 
responding gain in number of establishments. 

The chart on this page shows that, while 50 per cent 
of the industry consisted of concerns whose volume was 
less than $50,000, these small establishments accounted 
for only 7.6 per cent of 1933 sales. On the other hand, 
houses whose 1933 sales ran from $100,000 to $500,000 
accounted for 47.9 per cent of the industry’s total sales. 

That small establishments are handicapped by high 
operating costs is shown by the chart on the opposite 
page. Concerns doing from $200,000 to $300,000 a year 
operate most economically. When volume rises above this 
point, costs also rise, because of the larger organization 
required, until a volume of $2,000,000 is reached, when 
the expenses ratio drops 
to a new minimum. 





a summary for the entire 
United States. 

In addition to whole- 
salers of the conven- 
tional type, the census 
covers the entire range 
of establishments  en- 
gaged in wholesale trade 
and which perform some 
wholesale functions, in- 
cluding brokers, chain 
store warehouses, manu- 
facturers’ sales branches, 
selling agents, etc. 

The above table indi- 
cates the vitality shown 
by electrical wholesalers 
throughout the depres- 
sion. _ Despite a drop in 
sales volume of over 60 


No. of Establishments 
(Per cent of total) 








6.4% 











per cent, there was an 3.0. MMM sv acim so oo 
actual increase in num- L6 ~ iA 41,000,000 and over 
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ESTABLISHMENTS AND SALES OF ELECTRICAL 
WHOLESALERS BY NET SALES SIZE GROUPS 
(Not including radio and refrigerator wholesalers) 





Other data presented 
in the new census bulle- 
tins includes monthly em- 
ployment, payroll, stocks 
on hand, credit sales, dis- 
tribution of sales to 
retailers, consumers, in- 
dustrial users and other 
wholesalers, and new 
wholesale establishments. 

Employment in_ the 
electrical wholesaling 
trade, including both gen- 
eral line and_ specialty 
distributors, is reported 
as being highest in De- 
cember and lowest in 
March. Of the 2,067 
establishments reported, 
892. or 27.6 per cent, be- 
gan operations after 1929. 


Net Sales,1933 
(Per cent of total) 
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MEN YOU SHOULD KNOW 





* JOSEPH 8S. KIMMEL 


«President, Republic Electric Co., 


ROM “out where the tall corn 

grows” hails Joseph S. Kim- 

mel, president and treasurer of 
the Republic Electric Co. of Daven- 
port, lowa. Corn must have grown 
extra tall this past year or perhaps 
the government handed out a bit of 
easy money for crops not raised, be- 
cause business is moving fast at the 
Republic Electric Co. and much of 
it comes indirectly from farmers. 

The very simple problem of sub- 
tracting 1915 from 1935 gives the 
number of years that Mr. Kimmel 
has been interested in the distribu- 
tion of electrical goods. Although 
Davenport is the city in which he 
has built his business career, Mr. 
Kimmel’s first venture into the elec- 
trical field was with the Delco-Light 
Co. of Dayton, the city of his birth. 

In 1898, a youngster of 13 years 
and a student in the seventh grade, 
he secured his first position work- 
ing after school in the Dayton Pub- 
lic Library, a job which he held 
until he finished high school several 
years later. 

His first full-time position was 
with the National Cash Register Co. 
in 1903. To draw his weekly check, 
Mr. Kimmel did filing in the pur- 
chasing department. Running files 
served as a beginning, but soon he 
went into sales work and within a 
decade he was promoted to assistant 
sales manager. During this period, 
Mr. Kimmel studied law. Although 
he obtained his degree, he has never 
practised this profession. 

In 1915, he decided to divert his 
sales ability from cash registers to 
electrical products and joined the 
Delco-Light Co. Shortly after, he 
crossed the Mississippi River to 
Davenport to become a distributor 
for this firm’s products. 

In addition to farm light plants, 
Mr. Kimmel engaged in the whole- 
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Davenport, Lowa. 


From Cash Registers 
To Air Conditioning 


saling of electrical 
supplies. After five 
years his supply busi- 
ness had developed to 
such an extent that he 
decided to divorce it 
from his Delco-Light 
sales. Consequently, 
in 1920, the Republic 
Electric Co. was or- 
ganized to take over 
the small appliance 
and supply business. 
In addition to his 
interest in the Republic Electric Co., 
Mr. Kimmel also heads the Electric 
Equipment Corp., his original con- 
cern. This firm distributes such 
products as air conditioning units, re- 
frigerators, both electric and kero- 
sene operated, power plants for 
generating electricity in rural dis- 
tricts and other farm specialties. The 
Electric Equipment salesmen and 
their dealers have done their share in 
modernizing farm homes within a 
hundred mile radius of Davenport. 


ROM the isfancy of air condi- 

tioning, Mr. Kimmel has been 
one of its most enthusiastic sponsors. 
Possibly this enthusiasm can be par- 
tially attributed to the fact that a 
unit installed in his office some years 
back, helped cure him of a bad case 
of “perennial” hay fever. 

Here is another man who isn’t 
worried about the place of the 
wholesaler, either today or in com- 
ing years. In his estimation, the 
electrical wholesaler stands as an 
integral part of the eiectrical pic- 
ture, consequently he cannot be 
eliminated. Quoting Mr. Kimmel, 
“In my opinion, the position of the 
wholesaler is stronger today than it 
ever has been because the services 
rendered by him are fundamental 
and essential to both manufacturer 


Trained in the law, and starting his sales 
career with the National Cash Register Co., 
Mr. Kimmel now heads two electrical dis- 
tributing companies. One concentrates on 
electrical supplies and small appliances, 
the other is a specialty house handling 
air conditioning, farm light plants, re- 
frigerators and other major appliances 


and retailer. There is no substitute 
that can match the services of the 
wholesaler at as low cost to manu- 
facturer, retailer and the ultimate 
consumer.” 

A good portion of the Electric 
Equipment Corporation’s business is 
with dealers who sell pumps, power 
plants, light plants, radios and re- 
frigerators to the farm trade. Mr. 
Kimmel and his salesmen have been 
able to expand this business steadily. 

Although this distributor has 
plenty to do keeping the wheels run- 
ning smoothly at both electrical com- 
panies, he finds time to handle a few 
more jobs. He is a director of the 
Davenport Bank & Trust Co., heads 
the new Masonic Temple Associa- 
tion of Davenport, and is chairman 
of the Iowa Electrical Wholesalers 
Association. He also serves as vice- 
chairman of the local Emergency 
Relief Committee. All these activi- 
ties tend to wear him down from 
time to time, so he has a little farm 
a few miles up the Mississippi 
where he can relax from his ardu- 
ous business and civic activities. 








THIS IS NUMBER 164 IN 
OUR SERIES OF PROMINENT 
WHOLESALERS 
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JOSEPH 8S. KIMMEL . . President. Republic Electric Co., Davenport, Lowa. 
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MODERN AMERICA dema. a 


(e coop- 


eration with active Electrical 
Distributors was our declared 
policy from the start. It has 
been our constant endeavor 
to intensify the degree of that 
cooperation. Warehouse 
facilities, stock inventories, 
traffic control, order handling 


routine, flexibility in emergen- 
cies —in all departments of 
service we have builded 
toward the ideal of retaining 
your goodwill by deserving it. 





Sales Offices: ATLANTA + BOSTON 
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GENERAL 





Even if there were no Electrical Code you could 
not afford to recommend and sell anything less than 
the best in building wire ...General Cable Safecote 
with its flame-retarding, moisture resisting finish is so 
important to the building owner and his architect 
that old-style materials no longer have a place in 
modern building construction. General Cable Safe- 
cote is a product as modern as modern architecture, 
and safe beyond precedent. 


General Cable Safecote Building Wires and Cables 
are inspected, listed and labeled under the supervi- 
sion of the Underwriters’ Laboratories, Inc. 


You may sell them on the basis of definite and practi- 
cal advantages: 


1...Full size copper conductors, assuring maximum 
capacities. 


2...Proper thickness of quality rubber insulation. 
Tested to insure long aging properties. 


3...lougher, more closely woven braids, properly 
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BUFFALO + CHICAGO + CINCINNATI + CLEVELAND ~- DALLAS + DETROIT 
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AND CABLES 


saturated and coated to protect the rubber insulation 
against light, moisture and fumes. 


4...A finish that will neither soften and migrate in 
hot weather nor become brittle in cold. 


5...An insulated wire that will neither support nor 
carry a flame. 


6...Six non-fading colors (for circuit identification) 
easily cleaned. 


7 ...Uniform outside diameters. 


8...Amply lubricated surface for easy pulling. Will 
not stick to other conductors or the conduit. 


9...Braids do not slide back on insulation to fill up 
conduits. 





10...Clean to handle. Finish does not come off. 
oy & & 
You can easily see why General Cable Safecote 


Building Wires and Cables are profitable for the 
contractor as well as the building owner. 


‘BUILDING WIRES 





ABLE CORPORAT 


ec Offices: 420 LEXINGTON AVE., NEW YORK 


GELES +» NEW YORK + PHILADELPHIA + PITTSBURGH + ROME + SAN FRANCISCO ~_ ST. LOUIS 
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Band Wagon Heralds New Radio Line 


Above—The Milwaukee house of the General Electric Supply 
Corp., employed this spectacular and effective method to introduce 
the new G. E. radio line featuring metal tubes. Six prancing horses 
drew the band wagon to the hotel where the line was presented to 
dealers. 


Where G.E. Lamp Distributors Met 


Above left—This inviting portion of Nela Park, Cleveland, known 
as Camp Nela, has been the scene of 14 three-day sales conventions 
since the first week in June. The park harbors 35 large tents and 
all facilities for comfort and recreation. 


Air Conditioning Sales Jump 


Left—Another carload of portable air conditioners leaves the 
plant of the York Ice Machinery Corp. Private office installations 
have been largely responsible for greatly increased sales this year, 
with the residential market runner-up. 


Skit Helps Sell Ranges 


Below left—With an attendance record past the 20.000 mark, this 
Westinghouse range skit, called “The Reclamation of Mr. Fumes,” 
accomplished the dual purpose of educating salesmen and _in- 
teresting prospects. It has enough advance bookings to last several 
months. 


World’s Tiniest Broadcast Station 
Below—Crosley dealers in Ohio are capitalizing on the interest 
aroused by this tiny broadcasting station which has an operating 
range of 200 feet. It is complete in every detail, sending out both 
direct and electrical transcription programs. 
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ONE would naturally expect that 
W holesaling the greater a wholesaler’s sales, 
Costs the lower his operating expenses 

when expressed as a percentage 
of sales. That such is not the case is conclusively 
shown by the results of the 1933 Census of American 
Business. In order to clearly illustrate this relation 
between size of establishment and operating costs, 
ELECTRICAL WHOLESALING has prepared a chart based 
upon figures for the electrical wholesaling trade as 
reported by the Census Bureau. 

This chart, which appears on page 12, shows, first of 
all, that the operating expenses of the average electrical 
wholesaler handling supplies, appliances and equipment, 
were 21.7 per cent for the year 1933. This is almost 
identical with the figure of 21.6 per cent reported in 
ELECTRICAL WHOLESALING for November, 1931, and 
based upon case studies of the operations of a number 
of typical houses for the year 1930. 

For some time, both NEWA and local wholesaler 
associations have lost no opportunity to tell manufac- 
turers that their resale schedules should provide the 
wholesaler with a minimum spread of at least 20 per 
cent. This chart not only supports this contention but 
indicates that the smaller concerns need an even better 
margin. 

Electrical wholesalers of the specialty type, handling 
principally radio and refrigeration, are shown to have 
an overhead about two points higher than the general 
line wholesaler. 

With both types of house, however, the chart shows 
that the most economical operating unit is that with an 
annual sales volume of between $200,000 and $300,000. 
When sales exceed the latter figure, a larger organiza- 
tion is required to handle the business. This requires 
a greater executive personnel and the increased oper- 
ating expenses more than offset the gain in gross profit. 
Strange as it may appear, the $300,000 house can op- 
erate at a lower expense rate than the house that does 
a million dollars a year. 


SPONSORED largely by the 
Fair Trade drug industry, Fair Trade Laws 
Laws are now on the statute books of 

10 states: California, Illinois, 
Iowa, Maryland, New Jersey, New York, Oregon, 
Pennsylvania, Washington and Wisconsin. Similar 
bills are pending in Nebraska and Texas, and, before 
another year has passed, it is probable that many other 
states will have adopted similar legislation. 

These laws are of special concern to the wholesaler, 
because they apply to intra-state commerce, and they 
permit the manufacturer (or wholesaler) to enter into 
resale contracts with retailers. 

The code committee of the electrical wholesaling 
trade fought valiantly, yet unsuccessfully, for a code 
provision requiring adherence to manufacturers’ resale 
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price schedules. But, even had NRA granted such a 
provision, it would have been effective only in inter- 
state transactions. Now, under these state laws, this 
objective can be legally accomplished by almost half of 
the wholesalers in the United States, as far as their 
intra-state business is concerned. 

Before manufacturers can execute contracts, they 
must qualify as domestic producers under each of the 
several state laws. Because of the prohibitive cost of 
incorporating separately in each state, most manu fac- 
turers will probably look to their wholesalers to include 
their products in omnibus contracts, executed between 
each wholesaler and his retailers and covering a num- 
ber of lines. 

There are several hurdles to overcome, however, 
before the objective sought by the Fair Trade Laws can 
be attained. While they have been carefully drawn to 
avoid all conflict with the Federal anti-trust laws, the 
Federal Trade Commission will probably seek a test in 
the courts at the first opportunity. 

As these laws do not make compulsory the signing 
of contracts between manufacturers (or wholesalers ) 
and retailers, the degree of market stabilization obtained 
will depend upon how generally contracts are volun- 
tarily executed in any particular trade. 

Another hurdle exists in wholesaling centers close to 
state boundaries. Wholesalers in New York and Phil- 
adelphia, for example, might develop well stabilized 
local markets through the general execution of whole- 
saler-retailer contracts, only to have competitors in 
Newark and Camden (who cannot sign contracts with 
dealers outside of New Jersey) come in and break open 
their local markets. New York and Philadelphia whole- 
salers could be expected to retaliate, with similar effects 
on the New Jersey market. 

Such a situation could be overcome, however, by local 
wholesaler associations taking the lead in developing 
a spirit of cooperation and of respect for the rights of 
others. 

The extent to which electrical wholesalers benefit 
from these Fair Trade Laws will depend upon the spirit 
of voluntary cooperation which is developed among the 
trade in each locality. 


TABLES of comparative catalog 
numbers have recently been pre- 
pared and distributed to the trade 
by two well known manufactur- 
ers. One table covers wiring devices, the other safety 
switches. 

These tables are welcomed by the wholesaler. They 
simplify the work of both salesmen and stock clerks. 
However, there is great need for a system of uniform 
catalog numbers, covering standard supply lines, which 
will put an end to the present confusion. Such a sys- 
tem proved thoroughly practical with outlet boxes and 
there appears to be no sound reason for not develop- 
ing a similar method of numbering for wiring devices 
and safety switches. 

Over a period of years, NEWA has several times 
recommended to the manufacturers that they adopt uni- 
form catalog numbers, especially for wiring devices. Un- 
fortunately, however, the wholesalers can only recom- 
mend. Action must come from the manufacturers. 


Catalog 
Numbers 
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Practieal 
Warehouse 
Methods 


5. '‘Materials-Handling 
Equipment 


Special Hand Truck 


A simple but unusual carrier for 
moving partially used reels is em- 
ployed at Graybar Electric Co., 
Davenport, Iowa. An ordinary, two- 
wheeled truck has been reconstructed 
for the purpose. A framework of two 
in. angle iron, two ft. wide, is adjust- 
able for all sizes of cable reels. 








Reel Hoist se +, ; Se y* . # Portable Hoist 


With this “Revolva- rer ° anh : Washing machines 
tor” hoist at Moock OF.* es, are piled high in the 
Electric Supply Co., eT ¢ rT warehouse of _ the 
Akron, 42 reels of mr TN ke sf Hyland Electrical 
wire can be lifted ca Vag Supply Co., Chicago. 
onto a rack made of ‘ This saving in floor 
iron I-beams, bolted ' t / space is made possi- 
to floor and ceiling ' ; ble by the large 
beams. Angle iron : portable hoist which 
bolted to I-beams . : can be seen in the 


holds reels. ' picture above. 





Conveyor Chute 


Chutes for carrying merchandise from 
a higher to a lower floor are fre- 
quently found in wholesaler ware- 
houses. The Hyland Electrical Sup- 
ply Co., Chicago, uses this substan- 
tial chute between the street level 
and its basement storage space to fa- 
cilitate the handling of goods. 


Portable Truck 


The stock men at the Kansas City 
house of the General Electric Supply 
Corp. find that this three-shelf truck 
will carry a real load and conse- 
quently save time in filling orders. 
With three wheels, it can be easily 
and quickly steered from one row of 
shelves to another. 
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Wiring Device 


Sales Features 


1. Receptacles 


LECTRICAL contractors, especially the smaller 
ones, too often consider only first cost when buy- 
ing wiring devices. They overlook the fact that, 
while the better grades may cost a few cents more, they 
are much easier to install and actually reduce labor costs. 

To assist wholesalers’ salesmen in pointing out to their 
customers the economy of using the better types of 
wiring devices, these questions and answers have been 
prepared. They are based upon actual sales experience 
in the field. Receptacles are discussed this month, sockets 
and switches will be covered in later articles. 

What is the difference between receptacles in the va- 
rious price classes? 

There are four distinct price classes. The larger 
manufacturers regularly catalog three types of two-wire 
receptacles: highest grade, standard or medium priced, 
and competitive. The competitive grade is usually mar- 
keted under a separate trade name. Independent 
manufacturers market an additional low-priced device, 
designed particularly for the hardware and chain-store 
fields. 

The distinguishing features of the several grades are 
as follows: 

Highest grade: Top 


metal parts instead of copper or other suitable electrical 
material, in which case they are not approved by the 
Underwriter’s Laboratories. 

What is the advantage of top wiring? 

Such receptacles are most easily wired, and once in- 
stalled can be reached most easily for test purposes. 

What is the advantage of double binding screws on 
each terminal? 

Several receptacles are usually installed on a circuit. 
Since the wires must be connected from outlet to outlet, 
the double screws provide a convenient means for mak- 
ing the necessary splices. If only one binding screw 
were available, the electrician would be obliged to make 
a separate soldered and taped splice for each conductor, 
in each outlet box ; this is obviously more expensive than 
paying the very small additional cost of two binding 
screws on each receptacle terminal. 

What is the advantage of “T”’ slots? 

While most portable lamps and appliances are now 
equipped with parallel blade caps, the older style tandem 
blade cap is still in use, particularly on office and indus- 
trial equipment. A receptacle with parallel slots only, 
cannot be used with these 
latter caps, consequently 





wired; double binding 
screws on each terminal ; 
“T” slots which will take 
either parallel or tandem 


Slots for taindlern Yoke 
blade caps ee 


blade cord caps; plaster <> «. 
ears; rugged internal con- bladle caps 
struction. 
- 7 ‘ 
Standard grade: Side ewe, 
wired; double _ binding 


screws; “T”’ slots; plaster 
ears ; internal construction 
somewhat lighter than the 
highest grade. 
Competitive: Side 
wired; usually double 
binding screws; parallel 
slots only ; no plaster ears ; 
internal construction nec- 
essarily light, as these 
devices are designed to 
provide the electrical 
dealer with a means of 


Slots for parralle! ~<=- 
blade caps, only 


‘Plate screw 
\ hole Pes 







Highest Grade Receptacle . ; 
(Standaral grade is lolentical except side wiring terminals) 





such receptacles are not 
“universal.” In practice, 
_-Wrale slor for the “T” slot device is 
oblast practically standard ex- 
cept on the cheapest class 
of construction. 
What is the value of 
plaster ears? 
_~. Width slot e ; 
~Bindling screw If a cord cap is to be 
inserted fully into a re- 
ceptacle, and if a finished 
job is to look neat, the 
face of the _ receptacle 
must be flush with the 
surface of the wall plate. 
Since this latter is seated 
against the plaster, ob- 
viously some means must 
be taken to bring the re- 
ceptacle into proper posi- 
tion. The screw holes of 
the outlet box are usually 


competing with material 
sold by the chain stores. 
Lowest-price grade: 
Side wired; may have 
only one binding screw 
per terminal ; parallel slots 
only; construction light; 
sometimes use ferrous 


-+--Wide slot far 







Slots for parralle/ =~. polarity 
blade caps 5 
_Standara 
Width slot 


Single binding ..__ 


Screw termina 


Lowest Price Grade Receptacle 


Wiring features of three principal grades of 
two-wire receptacles 
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somewhat behind the fin- 
ished plaster line, and 
formerly the receptacle 
was “built out” by putting 
leather washers behind 
the yoke. The wide inte- 
gral plaster ears eliminate 
(Continued on page 22) 
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Sales Features Of 
Wiring Devices 





(Continued from page 21) 
all this bother, effectively levelling the 
receptacle and providing it with a solid 
foundation. If the plaster ears are not 
wanted in some special case, a mere twist 
with pliers takes them off. 

How important is rugged internal con- 
struction? 

Even in normal use, a receptacle is 
frequently abused, and its ability to sur- 
vive is dependent almost entirely upon 
the care taken in designing internal parts 
and choosing suitable material. The 
standard and highest grades are built 
with double contacts at each slot, so that 
the blade of a cord cap makes contact 
with metal on both sides. In the cheaper 
grades, there is only a single contact per 
slot. When a blade is inserted there is 
more chance that it will fail to make firm 
contact. Also, the smaller contact area 
makes the receptacle less able to with- 
stand heavy currents or destructive arcs. 

A double contact grips the blades of a 
cord cap more securely than a single con- 
tact, and as a result the cap is less likely 
to fall out of the receptacle. In general, 
the higher the price of a receptacle, the 
heavier the gauge of metal and the 
greater the care in the selection of ma- 
terial. Copper, phosphor-bronze, or spe- 
cial alloys are used. But cheap devices 
skimp on gauge and may even use steel 
or other metal unsuited for electrical 
purposes. 

Why is a duplex receptacle preferable 
to a single receptacle? 

Depending upon price class, the differ- 
ence in contractor’s cost between a single 
and a duplex receptacle varies from two 
to six cents. This slight additional cost 
gives double utility for each outlet. If 
the material and labor cost for installing 
ten outlets is $15.00, it is obviously un- 
economical to use single receptacles 
when for 60 cents, or less, the electrical 
value of the outlets can be doubled. 
Single receptacles are frequently used 
for special purposes, such as refriger- 
ator or washing machine outlets, yet even 
in these cases the convenience of having 
a duplex outlet outweighs the minor sav- 
ing otherwise possible. Except for the 
very cheapest type of construction, there 
is no longer any justification for using 
the single device. 

Will a single or duplex receptacle of 
one make fit a plate of another manu- 
facturer? 

Yes. Note, however, that when glass 
plates are used their thickness is so great 
that the receptacle face usually will be 
somewhat behind the plate surface. As 
a result, a cord cap blade cannot be in- 
serted fully and the user may find that 
the cap frequently falls out. 

Will the color of a receptacle made by 
one manufacturer match the color of a 
bakelite plate of another manufacturer? 
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Not exactly. For harmony, it is de- 
sirable to buy both receptacles and plates 
from the same source. 

How is a standard receptacle “polar- 
ised”? 

Most receptacles are designed with one 
slot wider than the other. A special cord 
cap is available having one blade wider 
than standard so that it is impossible to 
insert the cap in other than the correct, 
or polarized way. This is of value for 
laboratory or similar work where it is 
necessary to establish and maintain a 
definite electrical relationship on a 
circuit. 

What is the use of a receptacle with 
“split” terminal? 

Duplex receptacles normally are in- 
stalled with both outlets alive at all times. 
In many cases, however, it is desirable 
to have one outlet alive at all times, and 
the other controlled from a wall switch. 
To accomplish this, one terminal is split 
by an insulating barrier so that the neces- 
sary connections may be .made. Both 
terminals can be furnished split for cases 
where separate circuits are to be con- 
nected to the two halves of a duplex 
device. 

e 


Plans and Terms Announced for 
Rural Electrification Loans 


Administrator Morris L. Cooke last 
month made the first general announce- 
ment of plans and terms for rural elec- 
trification loans. REA will make no 
grants. Under suitable conditions it 
will lend the entire cost of building 
power and light lines in areas now 
without electric service. Loans will be 
for 20 years, normally, at the low in- 
terest rate of three per cent. No farmer 
will be required to mortgage his home. 

Loans to private companies. will 
usually be secured through the general 
credit of the borrower. In certain in- 
stances and especially on loans to non- 
profit agencies the line itself will pro- 
vide the security 


The erection of lines will be directed 
by contractors, utility companies, states 
and subdivisions of the states, farmers 
and in certain instances by the Federal 
Government itself. 

REA is dealing on equal terms with 
all groups willing to undertake to supply 
farmers with electricity, and able to 
satisfy REA as to their ability to 
operate the lines under satisfactory 
conditions, and to repay the loans. 
All authorizations for project loans will 
come from Washington. 

Pointing out that only one American 
farm in 10 now has electric service, 
Administrator Cooke said: 

“With thoroughgoing cooperation the 
opportunity for electrical development 
in the rural field is virtually unlimited. 
The program of REA should make 
possible the most remarkable sales in- 
creases in rural power in the history 
of the electrical industry. 

“This program has two dominant 
objectives. One is to bring the eco- 
nomic benefits and the living comforts 
of electricity to farmers to whom they 
have heretofore been denied. The other 
is to promote national recovery by 
creating new and profitable business, 
for producers of supplies, equipment 
and appliances, and by providing useful 
jobs, directly and indirectly, for the 
largest possible number of workers.” 

Planned electrical development, made 
possible by the cooperation of other 
public and private agencies as well as 
by REA’s resources, will embrace not 
merely the erection of poles and wires, 
but the wiring of farm homes, the in- 
stallation of electrical appliances, and 
the introduction of modern bathrooms 
and modern kitchen sinks. The plumb- 
ing equipment will be made possible, 
for the first time on many farms, by 
electrically operated water systems. 
Government financing is contemplated 
for the electrical appliances and sanitary 
equipment, through loans at lower in- 
terest rates and on easier terms than 
in the past. 








+ Out West In Denver, Colorado, we met these three fellows who handle 
some of the electrical problems for Mine & Smelter Supply Co. In the 
middle stands H. A. Fluckey who manages the department while the 
“vested” man, Frank Petersen, works in the pricing department. L. C. 


Pratt is a quotation clerk. 
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ERHAPS the important thing is what's 

inside a Safety Switch. And so, it may 
seem only mildly interesting to hear that 
the semi-dull C-H finish can be applied 
only to No. | grade steel, and that while a 
penny bares the metal when scratched 
over a switch with an ordinary enamel 
finish, on a C-H switch the finish is 


scarcely marked. 


Yet that one detail, like every other 
C-H betterment, marks the extra quality, 
extra worth, in this line. 


lf the finish is uninteresting or unim- 
portant, observe the way the corners join, 


the way the hinges work, the quality of 


PERHAPS THE OUTSIDE 
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the porcelain and Thermoplax selected 
for each class of service, the cleanness 
of the die-cut parts, the strength of each 
joint and weld... details without end. 
Each may be relatively unimportant. BUT 


TOGETHER, THEY SHOUT QUALITY. 


Added together and compared with 
any other, they tell you which line will 
satisfy best. 

Featured by alert contractors and in- 
dependent electrical wholesalers every- 
where. CUTLER-HAMMER, Inc., Pioneer 
Manufacturers of Electric Control Appa- 
ratus, 1327 St. Paul Avenue, Milwaukee, 


Wisconsin. 


DOESN’T MATTER MUC 








@ The C-H line includes all types and sizes 
of Standard, Weatherproof and Explosion- 
Proof Safety Switches, and Meter and Range 
Switches for every locality—all built to the 
famous C-H Control Leadership standards. 









































+A Trio Of Executives of the 
Missouri Valley Eelctric Co., Kan- 
sas City, await the snap of the 


camera. H. A. Esler, right, is 
president. In the middle stands 
J. D. Todd the treasurer and E. F. 
Hardey at the left is vice-president 
and head of the sales force. 


New Licensing Law 
Passed in Michigan 


Michigan’s new electrical law pro- 
vides for the licensing of electricians 
and electrical contractors; the super- 
vision and inspection of electrical wir- 
ing; and the adoption and enforcement 
of minimum standards therefore, by an 
electrical administrative board. 

It applies to all equipment generally 
used in an electrical installation but is 
limited in generating equipment to 10 
kw. capacity, and in voltage to 30 volts 
or more. This latter limitation brings 
within the scope of the ordinance the 
low-voltage farm lighting plant. 

All electrical contractors must be 
licensed by the administrative board, 
or by a municipal board of examiners. 
Before the work is done a permit must 
be obtained from the electrical admin- 
istrative board, a local authority des- 
ignated by the board or a_ licensed 
inspector. 

The administrative board consists 0! 
an electrical contractor, a representative 
of an underwriters inspection bureau, a 
municipal inspector, a representative of 
an electrical public service company, 
and a representative of an electrical 
employees’ organization. The state fire 
marshal is ex-officio a member of the 
board. 

Licenses may for cause be suspended 
or revoked and violations of the law 
are punishable by a fine or by im- 
prisonment. 

. 


Free Lamp Renewals Banned 
By Wisconsin Commission 


The Wisconsin Public Service Com- 
mission has issued a ruling which re- 
quires that the Milwaukee Electric 
Rai‘way and Light Co. discontinue its 
practice of exchanging new incandes- 
cent lamps for old ones without cost, 
an@ covering the cost of this merchan- 
dising activity in its lighting rates. 

Wisconsin dealers have been warned 
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by Frank W. Greusel, president of the 
Wisconsin Radio, Refrigerator and 
Appliance Association, against taking 
on lamps of sub-standard manufacture. 


Hardware Manufacturers Organize 
Institute of Fair Competition 


In an effort to protect wholesalers, 
distributors and dealers against manu- 
facturers’ secret rebates and preferen- 
tials, a group of hardware manufacturers 
have organized the American Institute 
of Fair Competition, with headquarters 
at 436 Mutual Home Building, Dayton. 

Objective of the new association is 
the development of open, sound and fair 
merchandising by functioning as a 
clearing house for information concern- 
ing the sales policies of individual manu- 
facturers. 

The manufacturer files with the in- 
stitute a public statement as to his sales 
policy and signs a contract to the effect 
that his sales will be strictly in ac- 
cordance with that policy. He is then 
licensed by the institute to use its labels 
as a guarantee of open dealing with the 
trade. 

Complaints of violations of filed 
policies will be investigated by the in- 
stitute which, under its contract, has the 
right to audit the books of every licensed 
manufacturer and to disclose the results 
of its investigation. 

Activities of the institute, to date, 
have been confined to the hardware and 
mill supply fields. 
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Not in the Sales-Manual 
BY FRED DAVIS 


“What do you want?” bristled Mr. 
Tough, of Tough Bros. Electrical Sup- 
ply Co., as Joe Peddlar steamed through 
the doorway. 





le 
+ Managing the electrical depart- 
ment of Townley Metal & Hard- 
ware Co., Kansas City, is a job and 
V. B. Terry is right there to do it. 
What with floods and wind storms 
this spring it must have been a 
problem to contact the salesmen. 
Still they must have received the 
dope on various electrical lines as 
Mr. Terry says that that end of the 
business is moving right along. 





+ From Utah hail these three elec- 
trical men who work for Mine & 
Smelter Supply Co., Salt Lake City. 
W. J. Berryman, left, manager of 
the electrical dept., George Brady, 
center, stock clerk, and S. O. Bring- 
hurst, price clerk, stepped out into 
the sunshine for the picture. 





“I want to sell you—” grinned Joe. 

“Sez you!” grunted Tough, giving 
him a dirty look, as though to put the 
fear into him. 

Now Joe had seen these long-boiled 
lads before. Although the type are fast 
fading from the picture, now and then 
there is a tough baby who tries to seem 
important. 

“Sir,” answered undaunted Joe, “I am 
attempting to do you a service; to offer 
you the opportunity to purchase mer- 
chandise from the Watta Supply Co.; 
merchandise which you will be proud to 
sell; which will make friends for you 
and profits for your company.” 

“Where did you get that line?” de- 
manded Tough. “You’re just another 
hooey-spreader. Go give yourself a 
treatment. You sound like lesson one 
of a correspondence course.” 

“You—” shouted Joe, reaching for 
his hip. 

“Don’t shoot!” cried Tough, turning 
pale. 

A flash of metal gleamed in Joe’s 
hand. 

“Two-fifty each, less forty and five,” 
beamed Joe. “You see before you the 
fastest selling item this side of Baffin 
Bay. Every householder hankers for 
it. How many ?” 

Tough caught his breath. 
was saved. 

“Put me down for a gross,” grinned 
Tough. 


His life 


Federal Reserve Report 

Federal Reserve Banks have released 
the following percentage comparisons 
covering sales of electrical wholesalers 
for the month of May: 





To 

Mav 1935 with | date 

—___—_ | with 

Federal Reserv.| April | May year 

District 1935 1934 ago 
Chicago........| + 3.6] — 1.5} +11.9 





Philadelphia... . | +11 — 7 +15 
San Francise>...| + 4.3) +22.5| +25 
St. Louis.......| +13.4| +29.3|) +14 
PEORER 66.0 64s +10.1| +37.9| +30.8 
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Inside Prices Leak Out 
BY AN EX-CHISELER 


ATURALLY, I hesitate to use my 

name in an article dealing with 
price cutting and secret rebates because 
in the past I have been classed as a price 
cutter. It is only natural therefore that 
competitors would rise to inquire by 
what right I talk about price mainten- 
ance. I have cut prices in the past. 
Probably, they would hint darkly, I am 
cutting them now. 

Just what is a price cutter? One defi- 
nition might be any competitor. You 
don’t get a fair margin on every item 
you sell. Why not? Obviously because 
competition has made it necessary for 
you to sell at a low margin. Therefore, 
you, selling at a low margin, create 
competition for others. To a degree we 
are all price cutters, despite our desire 
to be otherwise. 

Just a few days ago I lost a sale on 
account of price. I ’phoned the whole- 
saler who made the sale and got his 
story. Incidentally, we wholesalers of the 
larger cities know our customers and 
competition so well that no great amount 
of sleuthing is necessary to secure this 
information. Yes, the competitor told 
me, he had made the sale in question 
at a cent less per box than the regular 
price. He understood from the customer 
that I was giving this cut price and he 
thought he was merely keeping in line. 

I believed this competitor was sin- 
cere in thinking that he was only meet- 
ing prices on the street. Nevertheless, 
the fact remains that the buyer got his 
merchandise without contributing to the 
necessary cost of maintaining the whole- 
saler. Had the wholesalers proper faith 
in each other this would not have oc- 
curred, 

It is obvious that wholesalers will 
always be under pressure to cut prices 
in certain cases. There is always the 
chap who holds out the bait of a large 
order that may go to the competitor, 
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+ Under The Sign we introduce 
four members of that Chicago or- 
ganization. From the right, Henry 
D. Kaplan, vice-president, Miss Ida 
Poil, stenographer, Joe Mack, coun- 
ter man, and on the left stands Sol 
Michaels, outside salesman. 














































































+ Strong For Electrical Lines. Al- 
though there is nothing in the name 
of the firm owned by R. W. Nel- 
son and his brother to show that 
they are electrical wholesalers, they 
are right out after the business 
under the name of the Nelson Mfg. 
& Supply Co., Hutchinson, Kansas. 





though he would place it with this par- 
ticular wholesaler, if the latter will join 
him in a losing poker game, or some- 
thing of the sort, which will, in effect, 
cut the price. 

Why, I wonder, should the wholesaler 
carry the entire burden of price main- 
tenance? Chiseling will be eliminated 
only when laws have teeth for the man 
who proposes the breaking of the law— 
the buyer. 

We have effective laws in handling 
the receiver of stolen goods and the 
secret rebate artist should certainly be 
classed and dealt with in the same man- 
ner. The buyer obtains, what to all 
purposes is stolen goods, for, when he 
comes into possession of goods that have 
not paid their share of the wholesaler’s 
handling expenses he has something 
which does not wholly belong to him. 

Now if the purchaser knows he is 
making himself liable to fine and arrest 
he will lose his enthusiasm for under 
buying. He will realize that if the seller 
is cutting prices for him he is doing it 
for certain others, thereby incurring the 
enmity of competitors. Sooner or later 
the chiseler will be found out and under 
pressure reveal information that would 
involve every customer with whom he 
has had secret arrangements. 

As an example of this there is the 
recent case of a large junk dealer who 
“sang’’ to the federal men when he be- 
came involved in income tax trouble. 
Those who read the story will recall 
that he secured business through politi- 
cal influence and was alleged to have 
turned most of the enormous profits 
over to politicians. His books showed a 
profit which he claimed he did not ac- 
tually make, and on which he did not 
pay taxes. While the case did not have 
to do with an electrical wholesaler, it 
dealt with a matter of interest to the 
wholesaler. It did prove that secret re- 
bates have a way of coming out in the 
wash on some blue Monday when least 
expected. Intelligent business men real- 
ize this and should the law prohibit 
acceptance of secret rebates they. would 
no longer attempt to force them from 
the wholesaler. 
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Before—with only 


Mazda lamps. Illuminat 
quate, averaging only seve 
on the desk tops as comp 
bare minimum of 10 footcand 
mended by the standards of g 
tice. The eyes of office worké 
too soon at routine work, keepi 
eral efficiency low. 

Investigation of the lighting sy 
showed that the existing wiring co 
safely carry 100 watts more per outleé 
The change was made to 300 watt lamps 
but the improvement was slight. Old- 
fashioned fix‘ures were utilizing the 





After—with 18 footcandles 


light inefficiently. New semi-indirect 
fixtures were installed, giving maximum 
efficiency with a minimum of glare. 

Average illumination on the desk tops 
jumped to 18 footcandles, an increase of 
157 per cent. Workers report more-eom- «er 
fortable seeing conditions, more enjoy- 
able working atmosphere. The psycho- 
logical advantage is intangible but it is 
there, benefiting quality of work with 
fewer mistakes. 
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+A Trio Of Executives of the 
Missouri Valley Eelctric Co., Kan- 
sas City, await the snap of the 


camera. H. A. Esler, right, is 
president. In the middle stands 
J. D. Todd the treasurer and E. F. 
Hardey at the left is vice-president 
and head of the sales force. 


New Licensing Law 
Passed in Michigan 


Michigan’s new electrical law pro- 
vides for the licensing of electricians 
and electrical contractors; the super- 
vision and inspection of electrical wir- 
ing; and the adoption and enforcement 
of minimum standards therefore, by an 
electrical administrative board. 

It applies to all equipment generally 
used in an electrical installation but is 
limited in generating equipment to 10 
kw. capacity, and in voltage to 30 volts 
or more. This latter limitation brings 
within the scope of the ordinance the 
low-voltage farm lighting plant. 

All electrical contractors must be 
licensed by the administrative board, 
or by a municipal board of examiners. 
Before the work is done a permit must 
be obtained from the electrical admin- 
istrative board, a local authority des- 
ignated by the board or a_ licensed 
inspector. 

The administrative board consists 0! 
an electrical contractor, a representative 
of an underwriters inspection bureau, a 
municipal inspector, a representative of 
an electrical public service company, 
and a representative of an_ electrical 
employees’ organization. The state fire 
marshal is ex-officio a member of the 
board. 

Licenses may for cause be suspended 
or revoked and violations of the law 
are punishable by a fine or by im- 
prisonment. 

* 


Free Lamp Renewals Banned 
By Wisconsin Commission 


The Wisconsin Public Service Com- 
mission has issued a ruling which re- 
quires that the Milwaukee Electric 
Rai‘way and Light Co. discontinue its 
practice of exchanging new incandes- 
cent lamps for old ones without cost, 
an@ covering the cost of this merchan- 
dising activity in its lighting rates. 

Wisconsin dealers have been warned 
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by Frank W. Greusel, president of the 
Wisconsin Radio, Refrigerator and 
Appliance Association, against taking 
on lamps of sub-standard manufacture. 


Hardware Manufacturers Organize 
Institute of Fair Competition 


In an effort to protect wholesalers, 
distributors and dealers against manu- 
facturers’ secret rebates and preferen- 
tials, a group of hardware manufacturers 
have organized the American Institute 
of Fair Competition, with headquarters 
at 436 Mutual Home Building, Dayton. 

Objective of the new association is 
the development of open, sound and fair 
merchandising by functioning as a 
clearing house for information concern- 
ing the sales policies of individual manu- 
facturers. 

The manufacturer files with the in- 
stitute a public statement as to his sales 
policy and signs a contract to the effect 
that his sales will be strictly in ac- 
cordance with that policy. He is then 
licensed by the institute to use its labels 
as a guarantee of open dealing with the 
trade. 

Complaints of violations of filed 
policies will be investigated by the in- 
stitute which, under its contract, has the 
right to audit the books of every licensed 
manufacturer and to disclose the results 
of its investigation. 

Activities of the institute, to date, 
have been confined to the hardware and 
mill supply fields. 

- 
Not in the Sales-Manual 
BY FRED DAVIS 

“What do you want?” bristled Mr. 

Tough, of Tough Bros. Electrical Sup- 


ply Co., as Joe Peddlar steamed through 
the doorway. 





+ Managing the electrical depart- 
ment of Townley Metal & Hard- 
ware Co., Kansas City, is a job and 
V. B. Terry is right there to do it. 
What with floods and wind storms 
this spring it must have been a 
problem to contact the salesmen. 
Still they must have received the 
dope on various electrical lines as 
Mr. Terry says that that end of the 
business is moving right along. 





+ From Utah hail these three elec- 
trical men who work for Mine & 
Smelter Supply Co., Salt Lake City. 
W. J. Berryman, left, manager of 
the electrical dept., George Brady, 
center, stock clerk, and S. O. Bring- 
hurst, price clerk, stepped out into 
the sunshine for the picture. 





“I want to sell you—” grinned Joe. 

“Sez you!” grunted Tough, giving 
him a dirty look, as though to put the 
fear into him. 

Now Joe had seen these long-boiled 
lads before. Although the type are fast 
fading from the picture, now and then 
there is a tough baby who tries to seem 
important. 

“Sir,” answered undaunted Joe, “I am 
attempting to do you a service; to offer 
you the opportunity to purchase mer- 
chandise from the Watta Supply Co.; 
merchandise which you will be proud to 
sell; which will make friends for you 
and profits for your company.” 

“Where did you get that line?” de- 
manded Tough. ‘“You’re just another 
hooey-spreader. Go give yourself a 
treatment. You sound like lesson one 
of a correspondence course.” 

“You—” shouted Joe, reaching for 
his hip. 

“Don’t shoot!” cried Tough, turning 
pale. 

A flash of metal gleamed in Joe’s 
hand. 

“Two-fifty each, less forty and five,” 
beamed Joe. “You see before you the 
fastest selling item this side of Baffin 
Bay. Every householder hankers for 
it. How many ?” 

Tough caught his breath. 
was saved. 

“Put me down for a gross,” grinned 
Tough. 


His life 


Federal Reserve Report 

Federal Reserve Banks have released 
the following percentage comparisons 
covering sales of electrical wholesalers 
for the month of May: 














To 
Mav 1935 with | date 
with 
Federal Reserv.| April | May year 
District 1935 1934 ago 
Chicago........| + 3.6] — 1.5] +11.9 
Philadelphia....| +11 — 7 | +15 
San Francisce>...| + 4.3) +22.5) +25 
St. Louis.......| +13.4| +29.3) +14 
Atianta...... oe+| +10.1| +37.9| +30.8 
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Inside Prices Leak Out 
BY AN EX-CHISELER 


ATURALLY, I hesitate to use my 

name in an article dealing with 
price cutting and secret rebates because 
in the past I have been classed as a price 
cutter. It is only natural therefore that 
competitors would rise to inquire by 
what right I talk about price mainten- 
ance. I have cut prices in the past. 
Probably, they would hint darkly, I am 
cutting them now. 

Just what is a price cutter? One defi- 
nition might be any competitor. You 
don’t get a fair margin on every item 
you sell. Why not? Obviously because 
competition has made it necessary for 
you to sell at a low margin. Therefore, 
you, selling at a low margin, create 
competition for others. To a degree we 
are all price cutters, despite our desire 
to be otherwise. 

Just a few days ago I lost a sale on 
account of price. I ’phoned the whole- 
saler who made the sale and got his 
story. Incidentally, we wholesalers of the 
larger cities know our customers and 
competition so well that no great amount 
of sleuthing is necessary to secure this 
information. Yes, the competitor told 
me, he had made the sale in question 
at a cent less per box than the regular 
price. He understood from the customer 
that I was giving this cut price and he 
thought he was merely keeping in line. 

I believed this competitor was sin- 
cere in thinking that he was only meet- 
ing prices on the street. Nevertheless, 
the fact remains that the buyer got his 
merchandise without contributing to the 
necessary cost of maintaining the whole- 
saler. Had the wholesalers proper faith 
in each other this would not have oc- 
curred. 

It is obvious that wholesalers will 
always be under pressure to cut prices 
in certain cases. There is always the 
chap who holds out the bait of a large 
order that may go to the competitor, 





+ Under The Sign we introduce 
four members of that Chicago or- 
ganization. From the right, Henry 
D. Kaplan, vice-president, Miss Ida 
Poil, stenographer, Joe Mack, coun- 
ter man, and on the left stands Sol 
Michaels, outside salesman. 





+ Strong For Electrical Lines. Al- 
though there is nothing in the name 
of the firm owned by R. W. Nel- 
son and his brother to show that 
they are electrical wholesalers, they 
are right out after the business 
under the name of the Nelson Mfg. 
& Supply Co., Hutchinson, Kansas. 





though he would place it with this par- 
ticular wholesaler, if the latter will join 
him in a losing poker game, or some- 
thing of the sort, which will, in effect, 
cut the price. 

Why, I wonder, should the wholesaler 
carry the entire burden of price main- 
tenance? Chiseling will be eliminated 
only when laws have teeth for the man 
who proposes the breaking of the law— 
the buyer. 

We have effective laws in handling 
the receiver of stolen goods and the 
secret rebate artist should certainly be 
classed and dealt with in the same man- 
ner. The buyer obtains, what to all 
purposes is stolen goods, for, when he 
comes into possession of goods that have 
not paid their share of the wholesaler’s 
handling expenses he has something 
which does not wholly belong to him. 

Now if the purchaser knows he is 
making himself liable to fine and arrest 
he will lose his enthusiasm for under 
buying. He will realize that if the seller 
is cutting prices for him he is doing it 
for certain others, thereby incurring the 
enmity of competitors. Sooner or later 
the chiseler will be found out and under 
pressure reveal information that would 
involve every customer with whom he 
has had secret arrangements. 

As an example of this there is the 
recent case of a large junk dealer who 
“sang” to the federal men when he be- 
came involved in income tax trouble. 
Those who read the story will recall 
that he secured business through politi- 
cal influence and was alleged to have 
turned most of the enormous profits 
over to politicians. His books showed a 
profit which he claimed he did not ac- 
tually make, and on which he did not 
pay taxes. While the case did not have 
to do with an electrical wholesaler, it 
dealt with a matter of interest to the 
wholesaler. It did prove that secret re- 
bates have a way of coming out in the 
wash on some blue Monday when least 
expected. Intelligent business men real- 
ize this and should the law prohibit 
acceptance of secret rebates they. would 
no longer attempt to force them from 
the wholesaler. 
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Modernized Lighting Doubles 
Illumination of Offices 


Astonishing improvements are s3°-e- 
times brought about by the simplest 
changes in existing lighting appoint- 
ments. General illumination in the pur- 
chasing offices of the Westinghouse 
Lamp Co., Bloomfield, N. J., was more 
than doubled merely by changing to 
modern fixtures, and increasing the 
wattage 50 per cent. 

Previously, the offices were lighted 
with 17 antiquated fixtures and 200 watt 





Before—with only seven footcandles 


Mazda lamps. Illumination was inade- 
quate, averaging only seven footcandles 
on the desk tops as compared to the 
bare minimum of 10 footcandles recom- 
mended by the standards of good prac- 
tice. The eyes of office workers tired 
too soon at routine work, keeping gen- 
eral efficiency low. 

Investigation of the lighting system 
showed that the existing wiring could 
safely carry 100 watts more per outlet. 
The change was made to 300 watt lamps 
but the improvement was slight. Old- 
fashioned fix‘ures were utilizing the 





After—with 18 footcandles 


light inefficiently. New semi-indirect 
fixtures were installed, giving maximum 
efficiency with a minimum of glare. 

Average illumination on the desk tops 
jumped to 18 footcandles, an increase of 
157 per cent. Workers report more-eem- 
fortable seeing conditions, more enjoy- 
able working atmosphere. The psycho- 
logical advantage is intangible but it is 
there, benefiting quality of work with 
fewer mistakes. 
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SHOWS ALL THE NEW 


WIREMOLD FITTINGS 
The most useful little data book we have yet 





sure you get it 
WIREMOLD, HARTFORD 

















Balloting By Mail 


To THE EpITor: 

I have enjoyed reading the July issue 
of ELEcTRICAL WHOLESALING, and have 
noted particularly your editorial on 
“Balloting By Mail.” In this editorial 
you point out that another association 
has divided its members into six divi- 
sions, each of which will be represented 
on that association’s executive commit- 
tee, while NEWA has only three divi- 
sions. 

While it is true that the Atlantic and 
Central divisions of this association each 
have six representatives on the execu- 
tive committee, and the Pacific division 
one executive committeeman, we also 
have two executive committeemen at 
large, and the three chairmen of the 
Atlantic, Central and Pacific divisions 
are also ex-officio members of the execu- 
tive committee. 

For the selection of the 12 execu- 
tive committeemen in the Atlantic and 
Central divisions, these divisions, in 
turn, are broken down into 12 dis- 
tricts, and it is left to each of these 12 
districts to nominate their representative 
on the executive committee. You will 
observe that through this method each 
district in a division has an opportuity 
to place its own representative on the 
executive committee, which apparently 
is about the same plan as is now con- 
templated by the National Machinery 
and Distributors Association, as men- 
tioned in your editorial. 

As for balloting by mail, there is and 
always has been a marked difference of 
opinion within trade associations. There 
is much to be said for and against it. 
The National Electrical Wholesalers 
Association has always proceeded on the 
theory that attendance at meetings is 
the most important duty of a member 
and, incidentally, is the only way by 
which a member secures the full benefit 
of his membership. 

We are one of the very few associa- 
tions that make it possible for every 
regular member to attend meetings 
wherever located without an undue ex- 
pense burden. His railroad and Pullman 
fare is paid to and from the place of 
meeting, and for each session of the con- 
vention which he attends he receives a 
fee of five dollars which usually pro- 
vides him with about $30 to cover hotel 
and incidental expenses. 

Many members do not feel that they 
can intelligently vote on controversial 
questions until they have had an oppor- 
tunity to listen to both the 
question as debated on the floor. 

These two considerations, among 
others, I believe are the reasons why 
NEWA has hesitated to provide for 
absentee voting. 


sides of 
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You probably know that in this asso- 
ciation there is no president and no 
vice-president, and that the secretary 
and treasurer are not elected but ap- 
pointed by the executive committee. 

The executive committee, and not the 
membership, elects the chairman and 
vice-chairman of that committee. 

What I am trying to point out is that 
the membership does not elect the 
officers of the association. 

E. Dona.Lp TOLLEs, 
Managing Director, NEWA 


“The Wholesaler Is Blamed”’ 


To THE EpITor: 

Now that business is on the up, I 
am wondering if my friend George 
Richards in his article, “The Whole- 
saler Is ‘On the Spot,” is warning us, 
that the manufacturer is going back to 
some of his old tactics of selling direct, 
and that he can do without the whole- 
saler. He certainly lays all the blame 
for conditions that now exist on the 
wholesaler. 

Conduit: For years, half-hearted at- 
tempts have been made to clean up, but 
because the set-ups were unfair to the 
independent wholesalers and_ small 
manufacturers, they were unsuccessful. 
Out of some 18 conduit manufacturers, 
only about seven actually make pipe, the 
others are finishers. It does seem that, 
if the seven wanted better conditions, it 
would be a simple matter for them to 
clean things up, but the trouble is, that 
they haven’t been honest with them- 
selves. 

Cable: For months, the manufac- 
turers were not frank with the whole- 
salers, and led them to believe the ABC 
set-up was a real one. The wholesaler 


carried the bag, he was told that the 
ABC patents were real. He was stalled 
about court action that would adjudicate 
the patents, but nothing happened; then 
when it was found that one manufac- 
turer had a special license arrangement 
(notwithstanding the fact that the 
other license agreements distinctly stated 
“that no one manufacturer would have 
a more advantageous arrangement than 
another”) allowing the favored manu- 
facturer to do the things that nullified 
all the good work, the wholesaler is 
blamed. 

Safecote started off exactly as ABC 
cable, with 18 licensed manufacturers 
and three non-licensed. Patents were 
not adjudicated, no demand was created 
for Safecote, and yet a higher price 
was asked than for other good makes 
of rubber covered wire. Then, about 
four of the licensees, who are tired of 
losing business to the outsiders, start 
meeting conditions; the wholesaler 
doesn’t take insides, they are given him, 
and the wholesaler is blamed. Clean 
the 18 first, see that all licensees are 
on the same basis, then make up a list 
of Safecote distributors who are, in 
fact, electrical wholesalers, and things 
may be different. But don’t think for 


a moment that the wholesaler is “on 


the spot.” There will always be some 
manufacturers who like volume _ busi- 
ness. 


G. V. Weir, Managing Director 
Eastern Electrical Wholesalers 
Association 


Inter-communicating Phones 


For G. E. Model Homes 


The installation of inter-communicat- 
ing telephones in the 2,000 “New 
American Homes” to be built throughout 
the country, has been approved by the 
General Electric Co., according to S. A. 
Martin, manager of ‘“Serv-U-Fone” 
sales for the American Automatic Elec- 
tric Sales Co., Chicago. 








+ Probably Tired Of Jokes about Waterloo, so the urge to try one which 
would most likely turn out badly anyway, must be suppressed. Waterloo, 
‘>a. claims these upright gentlemen as citizens, the Westinghouse Electric 


Supply Co. proudly claims four of them as employees. 


The fellow with 


the dark suit is G. E. Hansen, then J. R. Boeger; next come two customers, 
Harold Conry and P. H. Magee; then Andy Aasgard and H. H. ‘Caughlan. 
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Tested Merehandising Ideas 





Uses Spray Attachment 
To Sell Cleaners 


Sales of vacuum cleaners in the 
summer months are not ordinarily 
brisk. But a hardware dealer in the 


East, who does a large electrical busi- 
ness has found a way of keeping his 
sales curve up. As soon as_ hot 
weather arrives, he begins to aggres- 
sively push his stock of insecticides. 
Hand pump sprayers are featured with 
the liquids. 

Hand pumps, however, consume a 
great deal of energy if extensively 
used on a hot summer day or evening. 
So the dealer was struck with the idea 
of promoting the sale of the hand clean- 
ers through the medium of the spray- 
ing attachments. He promptly made 
the hand cleaners, with their attach- 
ments, the center of his insecticide 
displays both in his window and in the 
store. 

He had a few display cards lettered 
one of which called attention to the 
ease with which a whole house could 
be sprayed with the cleaner and how 
much more effectively it would do the 
job. The second told the story of its 
value during the entire year for clean- 
ing stairs, furniture, the family car, etc. 
The third announced a special summer 
price. He promoted the idea across 
the counter with every customer who 
bought an insecticide. 

The idea took hold immediately. The 
sale of hand cleaners mounted rapidly. 
He also added to his business through 
sales of spraying attachments to those 
already owning cleaners. Furthermore, 
his unit sales on insecticides grew be- 
cause customers employing the hand 
cleaners used more of the liquid. 


Comparative Window Operation 
Sells Refrigerators 


As the peak season for refrigerators 
draws to a close, a dealer in New 
England features a novel stunt in his 
window which helps materially to keep 
up sales. During the late summer he 
makes a point of a cash allow2nce on 
an old refrigerator to those who trade 
it in for a new electric box. 

He builds a window around this idea, 
placing an old 


refrigerator in one 
corner and a new electric box in the 
other. The electric refrigerator is 


equipped with a meter which records 
the current consumed. The box is kept 
in operation and each day he records 
on a chart, the cost of operating the 
box for the previous 24 hours. 

Each morning an ice wagon draws 
up in front of the store and the old 


Which the 
wholesaler’s 
salesman 
can pass on 


to his dealers 











ice box gets stocked for the day. The 
messy job of making the ice fit into the 
box is fully capitalized by the dealer. 
Usually the activities in the window 
draw a crowd and the melting ice and 
resu'ting mess make an _ impression. 
Each day the cost of the ice for the 
past 24 hours is posted on a chart simi- 
lar to the one used for the electric re- 
frigerator. 

In the center of the window, the 
dealer calls attention to the compara- 
tive costs, the advantage of the electric 
refrigerator in point of convenience and 
food preservation, and the _ special 
allowance for an old box like the one 
in the window. He also emphasizes 
his easy payment plan. Results have 
made the trouble and expense seem 
trifling. 

. 


Dollar Down Brings Range 
Customers Back to Buy 


This idea seems to be as effective as 
it is simple. It is based on the theory 
that once a person gets to the point 
of placing even a small sum down on 
any item, he will nearly always com- 
plete the purchase. 


An lowa dealer has applied it to 
ranges and other large appliances. 
When he has finished showing the 


range on his floor to the feminine pros- 
pect and she appears to be at all en- 
thusiastic, he recommends that she shop 
around town and look over the com- 
petitive makes. The dealer believes 
that she will take this action anyway 
and, when he makes the suggestion on 
his own initiative, it helps sell her on 
his range by building confidence in him- 
self and his line. She reasons that 
unless the dealer knew he had the best, 
he would not dare make such a sug- 
gestion. 

Then the dealer quietly hints that if 
she will put a dollar down on the range, 
he will be able to put a sold ticket on 
it and hold it for her until she has 
completed her tour. This, he explains, 
will avoid any disappointment or delay 
in getting the range that she has se- 
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lected, if it still remains her choice after 
her shopping tour. To make the pro- 
position more inviting, he agrees to 
refund the dollar if she actually buys 
a competitive make. 

This dealer has found from experi- 
ence that this simple plan helps clinch 
the sale, because the dollar payment 
gives the woman a sense of ownership. 
During the time that she is looking at 
competitive ranges, she has a feeling 
that she has already made her purchase 
and that her shopping tour is only a 
formality. 


New Sales Avproach 
Moves Appliances 


Here is a striking example of what 
the proper presentation can do to boost 
sales of electrical appliances. A whole- 
saler’s salesman in a Mid-Western city 
had sold an order of clocks to the man- 
ager of an attractive gift department 
in a department store. The clocks 
moved rapidly. 

That gave the salesman an idea. He 
proceeded to convince the manager that 
the table appliances today with their 
emphasis on beauty of finish and line 
really belonged in the gift shop or the 
“hostess and party shop” as it was 
called in this store. He pointed out 
that they representd the smart, modern 
way of entertaining and would conse- 
quently enjoy a large sale among 
persons who visited the hostess shop. 

The manager was a bit skeptical but 
agreed to try the plan. The sales 
people were so enthusiastic about a 
whole new line to talk about that they 
gave the merchandise their best efforts. 
Within a few weeks, sales records were 
being made. One item, alone, retailing 
at better than $25 found its way into 
the hands of nearly 50 customers. 

The smaller dealers were also ap- 
proached with the idea of featuring 
table appliances as gift and hostess items. 
They, too, found that this sales angle 
helped build business. 


McCall’s Carries 
Range Story 


The September Issue of McCall’s 
Magazine, out early in August, con- 
tains a practical article on electric 
range cookery by Miss Valentine 
Thorson, home service director, North- 
ern State Power Co. Eight advan- 
tages of the modern electric range are 
presented in bold faced type and pro- 
vide effective sales ammunition for the 
salesmen of appliance dealers. 
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Trade Associations 





NEWA Changes Convention Dates 
To October 14-18 


The annual convention of the Na- 
tional Electrical Wholesalers Associa- 
tion will be held at the Drake Hotel, 
Chicago, during the week of October 
14, instead of September 23-27, as pre- 
viously announced. 

A committee consisting of L. E. 
Latham, New York City, chairman, 
H. J. Baitinger, New York City, and 
S. Rosenthal, Chicago, is now arrang- 
ing the program. 

The appliance committee is making 
a survey of the appliance sales of mem- 
ber companies and asking for opinions 
as to unprofitable appliance lines. A. J. 
Millington, Jr., General Electric Supply 
Corp., Chicago, chairman of this com- 
mittee, plans to present a comprehensive 
report at the Chicago convention. 


Claude Johnson Heads Westing- 
house Agent-Jobbers Association 


At the 23rd annual meeting of the 
Westinghouse Agent-Jobbers Associa- 
tion, recently held at the Homestead, 
Hot Springs, Va., the following whole- 
salers were elected as officers and mem- 
bers of the executive committee: Claude 
W. Johnson, Johnson Electric Supply 
Co., Cincinnati, president; A. E. Allen, 
Westinghouse Electric & Mfg. Co., 
Mansfield, vice-president; N.  G. 
Symonds, Westinghouse Electric & 
Mfg. Co., East Pittsburgh, vice-presi- 
dent; H. M. Moock, Moock Electric 


Supply Co., Canton, secretary; H. T. 
Pritchard, Westinghouse Electric & 
Mfg. Co., Mansfield, assistant secretary 
and treasurer. Members of the executive 
committee are: Karr Parket, McCarthy 
Brothers & Ford, Buffalo; W. I. Bick- 
ford, Iron City Electric Co., Pittsburgh ; 
B. W. Clark, Westinghouse Electric 
Supply Co., New York City; J. C. 
Schmidtbauer, Westinghouse Electric 
Supply Co., Chicago; J. S. Shaw, 
Moore-Handley Hardware Co., Birm- 
ingham; D. S. Youngholm, Westing- 
house Lamp Co., New York City; R. E. 
Imhoff, Westinghouse Electric & Mfg. 
Co., Mansfield; R. A. Neal, Westing- 
house Electric & Mfg. Co., East Pitts- 
burgh; F. T. Whiting, Westinghouse 
Electric & Mfg. Co., Chicago; and E. W. 
Loomis, Westinghouse Electric & Mfg. 
Co., Philadelphia. 

Members of the group of 92 houses 
reported substantial sales gains in prac- 
tically all lines, with some items showing 
as much as 400 per cent increase over the 
same months last vear. 

« 


Milwaukee Distributors Run 
Cooperative Advertising 


Eight Milwaukee refrigeration dis- 
tributors have joined with the local 
utility in a series of full page newspaper 
advertisements featuring the economy 
of electrical refrigeration. 

Frank W. Greusel, president, Wis- 
consin Refrigeration and Appliance 
Association, reports, “This present 
campaign is conducted more or less as 








+ Out For a Day’s Fun, members of the St. Louis Electrical Wholesaler’s 


Association take time out to line up for the camera. 
Messrs. Ward, Westinghouse Electric Supply Corp.; Lance, 


to right, are: 


In the top row, left 


Brown Supply Co.; Weinheimer, Graybar Elecrtic Co.; Watson, General 
Electric Supply Corp.; Wiebe, Brown Supply Corp.; Herr, Kusel Telephone 
and Electric Supply Corp.; Hall, Melville B. Hall, Inc., and Thomas, Glasco 


Electric Co. 


In the back row, left to right: Messrs. Corrao, Graybar Elec- 


tric Co.; Vail, United Electric Supply Co.; Cohen, Glasco Electric Co.; 
Steel, Glasco Electric Co.; Barrett, Barrett Electrical Supply Co.; Cella, 
General Electric Supply Corp. and Cleary, Barrett Electrical Supply Co. 
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an experiment to prove the value of 
cooperative advertising and to attempt 
to determine whether or not the un- 
favorable weather experienced during 
April, May and June has created a 
latent market. 

“If the campaign proves to be success- 
ful, undoubtedly early next year a more 
extensive plan will be organized. The 
present campaign calls for an expendi- 
ture of approximately five thousand 
dollars during July and August.” 


Ross Hartley Elected Chairman 
Of Pacific Division, NEWA 


At the June meeting of the Pacific 
Division, NEWA, held at Del Monte, 
Cal., Ross Hartley, president of the 
Electric Corp., Los Angeles, was elected 
to succeed Jacob Kahn, as division 
chairman. 

The Hotel Del Coronado, San Diego, 
was selected for the October meeting, 
the exact dates to be announced later. 


Dry Goods Wholesalers Endorse 
Proposed Corporation Tax 


Meeting in New York City last 
month, members of the Wholesale Dry 
Goods Institute passed a_ resolution 
urging Congress to pass President 
Roosevelt’s proposed graduated income 
tax on corporations on the grounds 
that it would definitely protect the 
smaller merchant against the larger 
chains and mail order concerns, and 
that it is from these smaller merchants 
that the wholesaler secures the bulk of 
his business. 

. 


CEWA Holds Golf Meet 


The annual golf tournament of the 
Chicago Electrical Wholesalers Asso- 
ciation was held at the Bunker Hill 
Country Club on July 12. A business 
meeting, held later in the day, was de- 
voted to discussions of the rubber cov- 
ered wire situation and to the industry’s 
trade practice rules. Wholesalers of 
the Chicago area feel that more can be 
accomplished in bringing into line those 
who violate these rules than was pos- 
sible under NRA. 

* 


New York Show to Include 
**Hall of Science” 


Thousands of feet of space at the 
National Electrical and Radio Exposi- 
tion, to be held at the Grand Central 
Palace, New York City, September 18 
to 28, will be devoted to a “Hall of 
Science” containing non-commercial, 
scientific exhibits, showing the latest 
advances in electrical invention and 
research. 

These scientific exhibits will be under 
the supervision of O. H. Caldwell, 
former Federal Radio Commissioner. 
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+ Eleven Strong. These fellows are among those who help keep Columbian 


Electrical Co. right in the thick of the Kansas City 


‘ 


‘swim.” The fellow on 


the left with the wind-blown tie is Fred Stein, credit manager. Then comes 
Dale Lydick, lamp dept.; Bill Hall, cashier; W. H. Roberts, lamp manager; 
Walter Blue, vice-president; Leonard Shelfo, counter man; Hugh Gibbens, 
sales; Albert Bredehoeft, sales; Harry Hart, shipping dept.; Harry Covell, 
quotation clerk, and Howard Sieggen, service manager. 


Manufacturers’ Men on Coast 
Pledge Cooperation 


Ben Franklin Club No. 1 of Southern 
California is an organization composed 
of representatives and agents of elec- 
trical manufacturers who do business 
through manufacturer - wholesaler - re- 
tailer channels. 

Graham Holabird, secretary of the 
club, reports that its 52 members are 
unanimous in the opinion that selling 
conditions were materially improved 
under the codes, and that the club has 
resolved “that constructive effort be 
made by each member to see that the 
present improved conditions in the elec- 
trical industry be continued uninter- 
ruptedly.” 

4 
Optical Trade to Prescribe 
Light as Well as Glasses 


Optometrists, oculists and opticians 
see in the Better Light-Better Sight 
Program an opportunity to improve 
their own business. 

In the past, patients have frequently 
complained that new glasses were un- 
satisfactory, when the fault lay entirely 
with the lighting under which they read 
or worked. 

Consequently, the Better Vision In- 
stitute, trade association of the optical 
industry, has prepared a new light pre- 
scription form, also a series of voca- 
tional cards for eye testing. Special 
equipment has been developed by a 
large optical manufacturer, including a 
special lamp to provide varying inten- 
sities of soft, glareless light and a sight 
meter. 

The patient will be tested to deter- 
mine the light intensity best suited to 
his own eyes for each of his principal 
activities, such as reading, music, card 
playing, accounting, drafting, sewing, 
shorthand, etc. The proper light inten- 
sity, in foot candles, is entered on the 
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prescription form. Then, if the new 
glasses prove unsatisfactory, the patient 
is told to go to his local utility and 
have a survey made of the actual light- 
ing conditions in his own home or office. 

Complete light prescribing equipment 
is now being distributed to several 
thousand optometrists and opticians who 
will proceed to thus educate their cus- 
tomers to the necessity of adequate 
lighting. 

. 


Forty Lamp Manufacturers 
Behind IES Campaign 


Manufacturers of IES _ approved 
lamps have organized as the IES Better 
Sight Lamp Makers. Together with 
Westinghouse and General Electric, 
they are contributing to a new co- 
operative advertising campaign directed 
to retail buyers of portable lamps and 
already launched in retail trade papers. 

As of July 1, there had been issued 
525,000 tags for use on approved IES 
lamps. Sales of these tags to lamp 
manufacturers are expected to round the 
million mark during the fall buying 


season. 
@ 


Milwaukee Association Opposes 
Cooperative Buying 


At a recent meeting of the Wisconsin 
Radio, Refrigeration and Appliance 
Association, H. L. Ashworth, executive 
secretary; submitted a report on the 
joint purchasing activities for employes 
in certain Milwaukee industrial plants. 
He stated that a preliminary investiga- 
tion indicated the situation had reached 
a point where it was beeoming a serious 
threat to legitimate retail merchandising 
and recommended that the association 
not only take the initiative in a move- 
ment to check this unsound merchan- 
dising practice, but also solicit the aid 
and cooperation of other retail trade 


associations in the Milwaukee area, 
and, further, that all of these associa- 
tions work collectively through the 
Milwaukee Association of Commerce 
in a campaign to enlist the aid of the 
owners and managers of local industrial 
plants toward checking the practice. 

Mr. Ashworth said he had been able 
to confirm a report that the employes 
of one of the largest public utility cor- 
porations in Milwaukee were at the 
present time endeavoring to form a 
cooperative buying association through 
which the employes of this company 
might be able to buy all types of sup- 
plies at less than dealer prices. He 
stated that this matter had already been 
brought to the attention of the manage- 
ment of this utility and that the company 
was making an investigation of the 
matter. 

“If the employes of this company 
succeed in establishing such a coopera- 
tive buying organization and it func- 
tions with any degree of success, it 
will only be a matter of a very short 
time before the movement spreads to 
other large plants,” said Mr. Ashworth. 
“It is conceivable that this thing might 
develop to a point where it would ac- 
tually demoralize retailing in the city 
of Milwaukee.” 

Following the meeting, a resolution 
was unanimously adopted by the board 
of directors, condemning this type 
of merchandising and authorizing the 
secretary to carry out a program of 
enlisting the aid of other retail trade 
associations in petitioning the Milwau- 
kee Association of Commerce to head 
up an active campaign to check on the 
practice. 

Reports indicate that most of these 
purchases, and they include all types of 
products, are made for employes of a 
plant usually through the efforts of the 
purchasing agent. It has been indicated 
that in some cases the purchasing agent 
receives a commission for his services. 








+ One Problem Solved. We know 
who employs our friend, A. L. 
Goodman, but it still is a mystery 
as to who or what out there in 
Wichita is making him laugh. 
As manager of American Electric’s 
branch he is naturally happy to an- 
nounce that sales of wiring supplies 
are well above a year ago. 
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BACK ==} 
CONNECTED ||.§ = 
LUMILINE | = 
SOCKET 
No, 2993 
@ Binding Screw in Back for Easy Wiring. 
@ Mounting Holes Threaded. 
@ May Be Mounted in Back of Panels Up to 3/16 Inch 
Thick. 
COVERED 
BACK 
SIGN 
RECEPTACLE 
No. 4266 
For Use in Localities Which Require Covered 
Terminal Receptacles for Sign, Cove, Trough 
and Reflector Work. 
INTERMEDIATE 
SIZE 
SOLDERLESS SA, 
WIRE Yaannaonanoonanapnnannn}—$—$—= 
aa 
CONNECTOR 
No. 768A 
For Sign, Fixture and Equipment Use — 
FOR FURTHER INFORMATION WRITE Takes Wires: 
TO THE NEAREST BRYANT OFFICE 2 No. 14 and 2 No. 18, 4 No. 16, 5 No. 18. 
3 R y A N T Superior Wiring. Devicer 
Manufactured by THE BRYANT ELECTRIC CO., Bridgeport, Conn. 
MANUFACTURERS OF “SUPERIOR WIRING DEVICES” SINCE 1888... MANUFACTURERS OF HEMCO PRODUCTS 





. CHICAGO 844 West Adams Street . . 





NEW YORK 100 East 42nd Street . SAN FRANCISCO 149 New Montgomery Street 
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The 


PROPER USE OF 
SAFETY AND 
ENCLOSED SWITCHES 


Switches with Horse Power Ratings 
for Use on Motor Circuits 
(Quick Make and Quick Break) 


At the annual meeting of the Western New England Chapter 
of the International Association of Electrical Inspectors 
(1.A.E.I.) held outside of New Haven, Conn. on June 5, 
W’. J. Mahan, past president of this association, gave a most 
helpful address on the “Proper Use of Safety and Enclosed 
Switches.” 


We quote two important paragraphs having to do with the use 

of Switches on Motor Circuits: 

a the interest of safety to life and property 
a very different switch should be used for 

making and breaking purposes from that used for 

purely Meter Service or Entrance work. 


"Field experience has demonstrated that to safely close 
as well as interrupt industrial and power loads of rela- 
tively low power factor, with frequent abnormal current 
values, switches must be mechanically constructed to as- 
sure full and complete contact closing and also contact 
opening of the switching parts (Quick-make and Quick- 
break mechanism features), and these parts as well as all 
other electrical elements must be of ample proportion, 
rugged, and of such design as to provide satisfactory and 
safe low power factor rupturing.” 


Wholesalers’ salesmen and Contractors who sell switches 
for use on Motor Circuits can do great service in the in- 
terest of safety to person and property if they will help 
their clientele to realize that low-priced, lightly-con- 
structed switches are a hazard, and that Switches with 
Horse Power ratings should be of the Quick-make and 
Quick-break type; and where frequent operation and ex- 
tremely heavy duty requirements exist, switches like our 
Type ‘‘A” or ‘“RB’’—of unusually heavy mill construc- 
tion and with cover interlock—should be used. 


You may find the above paragraphs from Mr. Mahan’s 
talk helpful in your own selling work. 


THE TRUMBULL ELECTRIC MFG. CO. 


CONNECTICUT 


@ GENERAL ELECTRIC @ ORGANIZATION 





& 
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Among the Trade eee 





BY A. B. (BUD) CONKLIN, JR. 


Western Field Editor 
ELECTRICAL W HOLESALING 


> DuRING THE MONTHS of May, June 
and July, the Graybar Electric Co. 
was naturally interested in pushing fan 
sales, so to add a bit of sport to it and 
in real, timely sporting terms, they 
plotted the various district houses 
against one another in a method similar 
to major league ball clubs. The two 
winners are now fighting it out during 
a month long world series. To winning 
salesmen and sales managers will go 
the spoils. 





> WHILE TALKING with A. L. Good- 
man, manager of the Wichita, Kansas, 
house of American Electric Co., we 
heard cheerful tidings of improved con- 
ditions out there. He mentioned sev- 
eral new buildings going up in and 
near Wichita, also the fact that his 
house is doing nearly twice the business 
on wiring supplies such as switches, 
conduit, etc., as it did in 734. 


> ANOTHER PROOF that the public is 
now renewing its long lost interest in 
the home is that wholesalers and dealers 
displaying ceiling and wall type fixtures 
are finding more and more _ people 
browsing around and asking prices of 
lighting units. Many of them are going 
a step further and actually buying. 


> THERE ARE UPWARDS of ten million 
homes still unwired. The rural mem- 
bers of this group ars being appealed 
to by several manufacturers of wind- 
mill generating systems. Wholesalers 
in the rural territories have had good 
results selling them. The principle is 
to let the wind generate current for six 
to 32 volt battery outfits. 


P PoInTING TO sales during the sum- 
mer as being surprisingly good, manu- 
facturers of coal stokers expect to see 
a good year. Numerous specialty dis- 
tributors are interested in this line. 





P More ABOUT ANOTHER manufactur- 
ing class that really intends to take some 
money from the owners of unwired 
homes—the radio set manufacturers. 
With improved receivers, comparable 
to those available for use in wired 
homes, and an increased rural pocket- 
book, they should do a bang-up business 
this fall and winter. 





P DicGinGc 1nTOo the six major markets 
and wholesaling centers, Ross-Federal 
Service, Inc., in a report for Advertis- 





+A Real Summer Day in Kansas City brought out the straw hats on these 


boys at the Graybar house. 


Starting from the left, we'll introduce: Harry 


Davidson, Clarence Bruenner, Sid Glover, John Costelow, Sam Hardin, 


E. R. Yonkers and Walter Frazier. 


ing Age brought out that among 42 
electrical wholesalers answering a ques- 
tion concerning their stocks, 20 reported 
carrying larger stocks, four stated that 
their stocks were smaller and 18 are 
carrying about the same stocks—another 
indication of better times. 


> Now THAT our thoughts have been 
running to new sales possibilities and 
to rain in the rural sections, it seems 
only too apparent that the utilities will 
begin building more lines out to the 
farmers. The June issue of ELECTRICAL 
WHOLESALING gave a reasonable list of 
what the farmer will buy when he has 
the money. He is going to have more 
of those 59-cent dollars than he has had 
for the past several years, so why 
shouldn’t the electrical dealer get in and 
heip the farmer enjoy life better—in- 
cidentally make a little money while doing 
it. If he doesn’t, the implement and auto- 
mobile dealer will beat him to it. 


> GrorGeE GRUNWALD, sales manager, 
Sutton Electric Supply Co., Wichita, 
Kansas, brought out a startling piece of 
news. He says that he would like to 
have a mess of jewelry. stores on his 
list such as one right in Wichita. This 
outlet has sold plenty of high grade 
appliances along with its jewelry. Most 
of these appliances are sold on long 
term plans. 





> Two REPRESENTATIVES of large 
wholesale houses, speaking at the Na- 
tional Retail Dry Goods Association 
meeting held in Chicago some weeks 
ago, emphasized the fact that whole- 
salers have another very definite func- 
tion to perform and that is to act as 
merchandising counsellors to _ their 
dealers. It is true that cheap chain 
stores in their line of business as well 
as in the electrical field have been tak- 
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ing business away from the small, in- 
dependent dealer. This is due partly 
to lower prices and also to the fact that 
the chains know how to merchandise— 
how to display—how to put on promo- 
tional campaigns that the independent 
either does not know how to do or 
else cannot afford to do single handed. 
These aids should be furnished by the 
wholesaler if he and the independent 
dealer are to remain. In large cities 
the electrical wholesalers have been 
highly successful in this activity. 
° 


Sampson Speeds Up Service 
With Record System 


Customers of the Sampson Electric 
Co., Norge distributors in Chicago, get 
prompt and efficient attention to -their 
requests for service, thanks to the simple 
but highly effective record system re- 
cently installed by John A. Carlson, 
service manager for the Sampson com- 
pany. Complete information concern- 
ing every installation is compactly 
assembled and made so readily available 
that within two or three seconds—while 
the customer is still telling his troubles 
over the telephone—the operator has 
before him the street address, date of 
sale, the date guarantee expirés, type of 
machine, serial number and other perti- 
nent facts such as whether the caller is 
tenant or owner and, if a tenant, whether 
the building agents must O.K. the ser- 
vice call. Incidentally, if the “free ser- 
vice” period has expired so that there is 
to be a charge for the call, the same 
record tells whether it must be on a 
c.o.d. basis or not. 

Mr. Carlson adapted for his purpose, 
record equipment such as is used by de- 
partment stores for credit control. A 
revolving stand with flexoline strips in 
frames was purchased from the Acme 
Card System Co. and all existing 
records were boiled down and trans- 
ferred to the new equipment. 
































Wholesaler 





Westinghouse Supply Building 
New Home In Salt Lake 


Westinghouse Electric Supply Co., 
will have a new Salt Lake City home 
next month. Work is well under way 
for new office quarters, display rooms 
and warehouse at 235 West South 
Temple St., according to word from D. 
M. Salsbury, manager of the Salt Lake 
City office. 

The building will be two stories in 
height and will have a frontage of 68 
feet. This part of the building will be 
stuccoed and will house the general 
offices and display rooms. The part de- 
voted to the warehouse will be 300 feet 
in length and one story high. It will 
be constructed of brick. Railway tracks 
will be built into the center of the 
building. 

The company expects to be able to 
move from their present quarters at 
43 East Fourth South St., about Sep- 


tember 10, 
© 


Germantown Electric Supply 
Remodels Quarters 


With a complete, up-to-the-minute 
lighting fixture studio and a new and 
modern store front as the outstanding 
features, the Germantown Electric 
Supply Co. has practically rebuilt its 
headquarters at 3054 Germantown Ave., 
Philadelphia. Remodelled offices and 
the installation of a huge and unusual 
neon type sign complete the innova- 
tions. 

The lighting fixture studio is located 
on the second floor. The room is fin- 
ished in modern manner to provide a 
suitable and attractive background for 
the latest types of fixtures that are on 


display. The studio is equipped with a 
ventilating sytem \for the comfort oi 
visitors. 


a 
Heller Joins Beller Electric 


John Heller has been elected secre- 
tary and treasurer of the Beller Electric 
Co., Newark, N. J. The company was 
formerly known as the Beller Electric 
Supply Co. William Heller has been 
named as major appliance specialist. 


Graybar House At Kansas City 
Makes Personnel Changes 


Sam B. Hardin, after a year’s leave 
is back on his old job as 
manager of the lighting, pole line and 
supply departments of the Kansas Citv 
office of the Graybar Electric Co. R. 
G. McCurdy is now district sales mana- 


of absence, 
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ger of broadcasting equipment, working 
with the houses at Minneapolis, Dallas 
and Kansas City. J. A. Costelow, for- 
merly in the western Missouri and eas- 
ern Kansas territories has been made 
manager of the telephone, power ap- 
paratus and technical departments. 

Mr. Costelow’s former territory has 
been taken over by H. B. Adams who 
was transferred from the Wichita 
branch. Paul F. Miller of Oklahoma 
City, an electrical engineer, is covering 
Oklahoma on all lines. Harry L. Da- 
vidson who hails from the Oklahoma 
City branch of General Electric Supply 
Corp., is handling all lines in Kansas 
City proper. 

» 

G.E. Supply Announces 
New Appointments 


E. Gallup has been named as district 
operating manager at Chicago for the 
General Electric Supply Corp., replac- 
ing W. F. Young. 

E. M. Frellson has taken over the 
duties of district supervisor of appli- 
ance sales at San Francisco. The cor- 
responding position at Los Angeles is 
now held by J. Richard Ryan. 

S. S. Brundage has been made local 
supervisor of appliance sales at Spo- 
kane. L. A. Iserman now has a similar 
title at Portland, Oregon. 


L. S. Swift Joins Raybro 


L. S. ‘Swift has become associated 
with the Tampa office oi Raybro Elec- 


tric Supplies, Inc., in the capacity of 
assistant service manager. Mr. Swift 
was formerly connected with the Moore- 
Handley Hardware Co., Birmingham, 
Ala., and has had several years’ experi- 
ence in the electrical business. 

Johnny Edison is now working in 
the service department under the direc- 
tion of Farrell Hill, who was recently 
promoted to the job of shipping clerk. 

* 


Balling Adds Radio Parts 


A full line of radio parts for service 
men has just been installed by the Ball- 
ing Electric Co., Jackson, Miss. The 
department will be in charge of a rec- 
ognized expert on radio service. 

In order to gain some much-needed 
floor space, a mezzanine has been con- 
structed in the warehouse. 

* 


Gold Emblem for Gambill 


Wheless Gambill, Gambill Distribut- 
ing Co., Crosley distributor, Nashville, 
Tenn., has been awarded an engraved 
gold emblem for having made the 
largest volume of sales of Crosley 
Shelvador electric refrigerators to date 
in the 1935 season. The presentation 
was made by Neil Bauer, field sales 
manager, at the banquet of Crosley dis- 
tributors at the Netherland Plaza Hotel, 
July 12. 


Case Made Vice-President 
Of Sacandaga Electric 


Harry A. Case has been elected sales 
manager of the Sacandaga Electric Sup- 
ply Co., Fort Edward, N. Y. 

Francis O’Keefe has been advanced 
from counter salesman to the outside 
sales organization. Davis Wrigley has 
been promoted to the counter after a 
period of service in the warehouse. 





DLE SALE 


WAR? 


+All But Two of the fellows who hammer away 





ONLY 


a | 


| RICAN ELECTRIC 


for the Wichita, Kansas, 


branch of the American Electric Co. were on hand when this picture was 


taken. 
Goodman, 


C. M. Chitty, 


Those present are W. C. Adamek, house sales; 
a contractor from Newton, 


the manager, A. L. 
Kansas; R. Schreck, 


stock clerk; O. J. Fischer, sales; W. C. Goodman, shipping clerk, and Frank 


Hein, office. 


Next time we hope those two salesmen, Percy 


Briggs and 


A. W. Martin are in town for a picture. 
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| -No.7952 
Makes neatf, 
compact installation 
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This new 90°-angle Range Cap is designed 

primarily as a companion piece to H & H Range 
Outlets. Together they make a neat, compact installation, 
even to harmony of design. . . Ground straps on 
cap connect with ground clamp on receptacle, 
making easy and secure ground connections. 
The built-in cable clamp eliminates 
awkward right-angle cable 
connections. 














easy. 
economical 
to install— 





Straight- in wiring with solderless con- 
nections make this cap easy and economical 
to install. Adapted for use with 3-wire all-rubber 
cable as well as metallic or non-metallic sheathed cable. 
Can be used with flush receptacles or other connections of 50 
Amperes, 250 Volts rating. .. Write us for points of further interest 


to your customers in cutting their cost of range installations with these 








» & ca 
* sd ae 








INo. 79.5 2-Cover removed fast- wiring caps and receptacles. 


c HART & HEGEMAN Division Go 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD. CONN. ne 
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Personals 





A. J.. Corrapo is now covering the, 


marine trade for the Baitinger Electric 
Co., New York City. He was formerly 
connected with the Oceanic Electrical 
Supply Co. 

R. H. ScHONEBERGER has joined the 
inside force at the W-W Electric Co., 
Springfield, Ohio. 

S. S. Miter and JAMEs Lowe are 
now associated with the sales staff of 
the Revere Electric Co., Chicago. Miller 
is a specialty salesman and Lowe will 
cover the industrial plants in the south 
side of Chicago. 

Dick JENKINS, who has been a mem- 
ber of the Brown Supply organization 
at St. Louis for a number of years, has 
been started on a career as an electri- 
cal supply salesman for the company. 

C. G. WEATHERWAX, who served as 
vice-president of the Electric Supply 
Co., Des Moines, for a number of years 
but has been inactive for some time, has 
again taken up active work with the 
company as a city salesman. 


W. E. Youne has been made man- 
ager of the electric department of the 
Lee Hardware Co., Salina, Kans. He 
succeeds G. J. Givens, who resigned 
several months ago. 

Louis WITTENBERG has been ap- 
pointed purchasing agent and general 
manager of the Capitol Electrical Sup- 
ply Co., Chicago. At RosENBERG has 
joined the organization as_ shipping 
clerk. 

FRANK R. NEWBERRY, who covered 
downtown St. Louis for years for the 
Brown Supply Co. of that city, has been 
made manager of the city counter. Jor 
DuBors has been put on the counter as 
his assistant. 


C. C. Covineton, R. G. JusTen and 
H. B. Watson have joined the West- 
inghouse Electric Supply Co. in the 
southwestern district. Covington is 
making Lubbock his headquarters and 
covering West Texas. Justen is serv- 
ing as refrigeration and merchandise 
specialist at Dallas and Fort Worth. 
Watson is city salesman in Dallas. 

Jack Better and J. C. Resnick have 
joined the inside organization of the 
United States Electrical Supply Co., 
New York City. 

Lro FLor1an has been appointed pur- 
chasing agent of the Continental Elec- 
tric Co., Kansas City, Mo. Mr. Flotian 
will continue to serve as supervisor of 
the service department, a post that he 
has held for several years past. 

CuarLtes C. KoENEMAN is making 
“ten strikes” as a newcomer on the sales 
force of the Balling Electric Co., Jack- 
son, Miss. 

L. F. Stern, Ray Myers and Hucu 
GIBBENS compose a trio of new addi- 
tions to the force of Columbian Electri- 
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cal Co., Kansas City, Mo. Stein, formerly 
with Satterlee & Blue, refrigerator deal- 
ers, has charge of credits. Myers, who 
previously worked for a local depart- 
ment store, heads refrigeration sales in 
the city territory and Gibbens is at the 
counter. 


L. E. Wa ter. formerly with the 
Kansas Gas & Electric Co. as a mer- 
chandise supervisor, is now selling 
merchandise lines for Westinghouse 
Electric Supply Co.’s Wichita house. 

FRANK HEINZ, a new entrant in the 
wholesaling field, is in the filing depart- 
ment of the Wichita branch of the 
American Electric Co. of St. Joseph, 
Mo. 


W. N. Tyner and Jo—E MuLkey have 
joined the sales staff of the Brown Elec- 
tric Co., Oklahoma City. Tyner will 
cover the northwestern quarter of Okla- 
homa and Mulkey will handle sales pro- 
motion of Norge ranges and washers. 


Westinghouse Supply Names 
W. M. Dick As Treasurer 


W. M. Dick has been elected trea- 
surer of the Westinghouse Electric 
Supply Co., succeeding Herman Baetz, 
who resigned from the post. Mr. Dick 
will continue his duties as auditor of 
the company. 

C. R. Oliver has been named as as- 
sistant treasurer. He will also continue 
in his present post as general credit 
manager, according to an announcement 
by B. W. Clark, general manager of the 
company. 

* 


Brown Electric Holds 
Sales Meetings 


Appliance sales are showing a large 
increase in volume over last year, ac- 
cording to H. A. Barnard, manager of 
the Brown Electric Co., Oklahoma City. 
The company recently held a series of 
meetings throughout Oklahoma and the 








+In The Background can be seen 
a pet line of Walter S. Blue, vice- 
president of the Columbian Elec- 
trical Co., Kansas City. Mr. Blue’s 
firm, like many others, is always 
glad to see the sun come out 
strong because that means bigger 
and better refrigerator sales. 


panhandle of Texas. The Norge sum- 
mer sales campaign was presented to 
about 125 dealers by Paul H. Puffer, 
general sales manager of Norge Corp. 

Sales of washers, refrigerators and 
ranges have shown considerable im- 
provement, Mr. Barnard also reports, 
and the outlook for radio business in 
the fall is excellent. 


e “e 


Lafayette Takes On New Washer 


Lafayette Electric Corp., New York 
City, has taken on the distribution of 
the Naxon electric washing machine. 
The machine has been placed with 
representative appliance dealers in the 
metropolitan area and they report good 
business especially among apartment 


house dwellers. 
a 


Los Angeles Warehouse Has 
High Intensity Lighting 


The Los Angeles warehouse of the 
Graybar Electric Co. at 201 Santa Fe 
Ave., is liglited throughout to an in- 
tensity of 15 foot candles.- In a story 
of the new all-electric warehouse in 
the July issue of ELectr1IcAL WHOLE- 
SALING, an incorrect figure of eight foot 
candles was given. 


Raybro Electric Opens 
J-cksonville Branch 


Due to constantly increasing business 
in the northern part of the state, Ray- 
bro Electric Supplies, Inc., has opened 
a branch at 40 West Beaver St., Jack- 
sonville, Florida. The main office of 
the company is in Tampa. 

E. M. Lynch, formerly meter super- 
intendent for the Florida Power Corp., 
St. Petersburg, is the manager of the 
new office. Although this is his first 
experience in the wholesaling business, 
Mr. Lynch has been in the electrical 
field for about 20 years. 

C. H. Murray, service manager of 
the new branch, comes from the Tampa 
office of the company. He was formerly 
with the Westinghouse Electric Supply 
Co., and has had a wealth of training 
and experience in electrical wholesaling 
work. 

The remainder of the force will in- 
clude: M. O. Hollis, who has been cov- 
ering the northern part of the state for 
the company; C. H. Thomas, who will 
serve as shipping clerk and Mrs. Eve- 
lyn McGahey, who has been transferred 
from the Tampa office to assist in the 
branch as stenographer and bookkeeper. 

The new warehouse is well stocked 
with supply lines, lighting fixtures, 
small appliances, washers and ranges. 
Although the branch has been in opera- 
tion for only a short time, J. H. Bragg, 
assistant secretary of the company, re- 
ports that it is already proving its worth 
in serving the northern Florida trade 
more promptly and satisfactorily. 
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CONVENTION DATES CHANGED 


The 
27th Annual Convention 


National Electrical Wholesalers Association 
will be held 


OCTOBER 14—18, 1935 


at the DRAKE HOTEL, CHICAGO 
rn 


CONVENTION ISSUE 


ELECTRICAL WHOLESALING | 
OCTOBER e 1935 


HE first convention of the National Elec- turers’ exhibits. This section will have an 

trical Wholesalers Association since the introductory title page that will focus atten- 
collapse of NRA—and the first NEWA con- tion on these exhibits. 
vention to be held in Chicago in many years 
—promises to draw an unusually large at- SPECIAL RATES FOR THE 
tendance in October. The Administration EXHIBIT SECTION 
of the Industry’s Trade Practice Rules will 
be a major topic of discussion. Improved Full page in 2 colors 
business conditions will make it possible for (orange and black) 8150.00 
many wholesalers to attend who have been Double page spread 
absent in recent years. in 2 colors (orange 

The October Convention Issue _ of and black) o « « « SSIES 

’ELECTRICAL WHOLESALING, carrying the 
complete program of the convention, will be This is your opportunity to present your 
mailed several days in advance of the con- products to the wholesalers who gather in 
vention date. Additional copies will be dis- Chicago, as well as those who remain at 
tributed to all wholesalers in attendance at home. Special editorial features will assure 
the convention. strong reader interest. 

It has always been the policy of NEWA to October is the month of opportunity. 
rule out exhibits by manufacturers, there- Plan now to exhibit your products in 
fore ELECTRICAL WHOLESALING for the Convention Issue of ELECTRICAL 
October will contain a section for Manufac- WHOLESALING. 


ELECTRICAL WHOLESALING ¢ 330 W. 42nd St... New York, N. Y. 
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General Electric Announces 
New Radio Receiver Line 


General Electric’s new radio line, 
embracing eight receivers featuring 
100 per cent metal tube complements, 
was announced last month by the 
merchandise department at Bridgeport. 
These sets, which include four consoles 
and four table models, incorporate five 
major developments, in addition to many 
improvements over conventional types 
of radio receivers. 

All offer both standard and short 
wave reception features and _ several 
have extended tuning ranges for ultra 
short waves. One has five bands, two 
have four bands, two have three bands 
and three have two bands. 

Outstanding among the developments 
is the new metal tube, used entirely in 
these new sets. Other exclusive features 
are the sentry box, the permaliner, the 
stabilized dynamic speaker and _ the 
sliding-rule tuning scale. 


Appleton Opens Branch 
In New England 


The Appleton Electric Co., Chicago, 
has established a New England branch 
office in charge of William Dixon, at 10 


High St., Boston. 
e 


Westinghouse Air Conditioning 
Transferred to Mansfield 


The transfer of the air conditioning 
department from East Pittsburgh to 
Mansfield, Ohio, where it becomes a 
part of the merchandising division, has 
been announced by A. E. Allen, vice- 
president in charge of the Westinghouse 
Electric and Mfg. Co’s merchandising 
operations. This transfer affects all 
sales, engineering and manufacturing 


activities of the air conditioning de- 
partment. 

Announcing the transfer, Mr. Allen 
stated that the company’s air condition- 
ing program will be enlarged and ex- 
panded, and predicts that this business 
will be of great importance to the 
future activity of the merchandising 
division. Westinghouse will continue 
to distribute its air conditioning prod- 
ucts through its present dealer channels, 
he continued. 

oe 


L. A. S. Wood Elected President 
Of Illuminating Engineers 


L. A. S. Wood, chief lighting engi- 
neer of the Westinghouse Electric and 
Mfg. Co., has been elected president of 
the Illuminating Engineering Society 
for a 12-month term beginning Octo- 
ber 1. He has been associated with 
the lighting industry ever since he be- 
gan his business career and is thoroughly 
familiar with lighting practice not only 
in this country but also in England, 
the country of his birth. 


MacLeod to Represent Federal 


The H. W. MacLeod Co., 22 Pitts- 
burgh St., Boston, Mass., manufac- 
turers’ agent, has been appointed New 
England sales agent for the Federal 
Electric Products Co., Newark, N. J. 


DeWees Joins Stewart-Warner 


Appointment of C. C. DeWees as as- 
sistant advertising manager of the 
Stewart-Warner Corp., to direct the ad- 
vertising and sales promotion of the 
radio and refrigeration lines, has been 








+ “Rampant Colts” gather from all parts of the country, including the 
Pacific Coast, to learn of the new products that have recently been added 


to the Colt-Noark line. 


The meetings, which were held at the Hartford 


headquarters of the Colt Patent Firearms Mfg. Co., lasted for four days. 
The men are now back in their territories having gone over every detail 
of the new items with the factory engineers and executives. 
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announced by Fred R. Cross, advertis- 
‘ng manager. For a number of years 
Mr. DeWees was associated with the 
Grigsby-Grunow Co. and the Rudolph 
Wurlitzer Co., and prior to these con- 
nections he was manager of the Dear- 
born Advertising Agency, Chicago. 


Brown Electric Dissolves 


William S. Brown Electric Co., 
New York City, manufacturers’ agents, 
was dissolved on August 1. Mr. Brown 
will continue to maintain his office at 


171 Madison Ave. 
2 


Wolverine Appoints Agents 


Three new sales representatives have 
recently been appointed by the Wolver- 
ine Tube Co., for soldering lugs and 
splicing sleeves. Rick and Selleg, Chi- 
cago, will cover Chicago and Milwau- 
kee. H. M. Linter, New York City, will 
cover the metropolitan area. L. E. 
Jaques, University City, Mo., will han- 
dle sales in St. Louis and southern 
Illinois. 

* 


Air Conditioning Offices 
Of G.E. Transferred 


Offices of the air conditioning de- 
partment of the General Electric Co. 
have been moved from the G. E. build- 
ing at 570 Lexington Ave., New York 
City, to the Bloomfield, N. J., works of 
the company. 


S. G. Cummings Co. Represents 
Wadsworth Electric 


S. G. Cummings Co., 2209 N. Third 
St., Philadelphia, have been appointed 
sales representatives of the Wadsworth 
Electric Co., Covington, Ky. They 
will cover Philadelphia and nearby 
cities of New Jersey. In addition to 
the Wadsworth line of switches and 
panelboards, the Cummings Co. will also 
handle this manufacturer’s display light- 
ing equipment. 

* 


Ferris Joins Automatic Sales 


Al. W. Ferris has been appointed as 
New York City representative for Serv- 
U-Fones, a product of American Auto- 
matic Electric Sales Co. Mr. Ferris, 
who was formerly with the General 
Electric Supply Corp., and the Bryant 
Electric Co., will maintain headquarters 
at 21 East 40th St. 


Norge Appoints Bridge As 
Washer Sales Manager 


E. R. Bridge, well-known sales execu- 
tive in the washer field, has been ap- 
pointed washer sales manager of Norge, 
according to a recent announcement of 
John H. Knapp, vice-president, Norge 
Division, Borg-Warner Corp. Mr. 
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Bridge, whose headquarters are in De- 
troit, is carrying on an intensive sum- 
mer sales campaign on the Autobuilt 
washer. Norge washer sales for the 
first quarter of this year far exceeded 
those for the entire year of 1934. 


Appleton Representative 
Moves to Cincinnati 


J. E. (Bud) Whitfield, sales repre- 
sentative of the Appleton Electric Co., 
Chicago, Ill., who has been traveling 
out of Chicago making Cincinnati, 
Louisville, Indianapolis, Fort Wayne, 
and numerous other cities in Indiana, 
Ohio and Kentucky, is being transferred 
to Cincinnati, where he will make his 
headquarters. 

s 


Waters-Genter Adds Salesmen 


Waters-Genter Division of the Mc- 
Graw Electric Co. has added two men 
to their sales force. Lee J. Morris will 
handle “Toastmaster” sales in Philadel- 
phia, Baltimore, Washington, upper New 
York State and the eastern half of 
Pennsylvania. R. S. Christy has been 
appointed Southern representative, with 
headquarters in Atlanta. 


Arcturus Develops New Line 


Of Radio Tubes 


A new line of tubes, designated as 
the “G” series, has been developed by 
the Arcturus Radio Tube Co., Newark, 
N. J. The manufacturer states that this 
series is identical in electrical character- 
istics and pin connections to the all- 
metal tubes, and reports that several of 
the larger set manufacturers and many 
smaller ones have already developed cir- 
cuits employing these new tubes. 








+In A New Post, but Lew D. 
Tuck needs no introduction to elec- 
trical and radio men as he has been 
a radio operator, wholesaler’s sales- 
man and manufacturer’s representa- 


tive for many years. He is now as- 
ociated with the Jewel Incandescent 
Lamp Co. as district sales manager 
of the eastern territory. 


Joselson Sales Changes Name 


In an effort to make the name of 
the organization more descriptive of 
the products carrying the organization 
trade-mark, the members of the Josel- 
son Sales Corp., 27 Warren St., New 
York City, have changed the name of 
the firm to the Electrical Fittings 
Corp., according to an announcement 
by Samuel Joselson, president of the 
company. 

© 


Hathaway Adds Lines 


Glen M. Hathaway, prominent manu- 
facturers’ representative, of 250 Con- 
gress St., Boston, Mass., has been made 
agent of the American Auto Sales Co., 
Chicago, manufacturer of communica- 
tion and wiring devices. He will also 
represent Wilson Lighting Inc., Chi- 
cago. 

. 


J. G. Barry Retires From 
General Electric 


John G. Barry, senior vice-president 
of the General Electric Co., has retired 
from the organization after 45 years of 
service. In honor of his long record of 
achievements, he has been made an hon- 
orary vice-president of the organization. 

As active head of the apparatus sales 
organization, Mr. Barry has for many 
years formulated and executed the com- 
pany’s policy and sales program in the 
apparatus field. He will maintain an 
office in Schenectady, where he will be 
available for consultation. 


Westinghouse Electric Promotes 
Several to New Posts 


W. W. Spangler has been appointed 
credit manager of the Westinghouse 
Electric and Mfg. Co., with headquarters 
in East Pittsburgh. A native of Iowa, 
Mr. Spangler entered the employ of the 
Westinghouse company in 1916 as 
treasurer and accounting representative 
in the Seattle office. 

T. J. Newcomb has been named as 
manager of commercial refrigeration 
sales. He will make his headquarters 
at Mansfield, Ohio. 

V. E. Vining, formerly department 
store supervisor of household refrigera- 
tion sales, has been advanced to the 
post of director of department store 
sales. Mr. Vining will be responsible 
for the promotion and development, 
through department stores, of the com- 
plete line of Westinghouse merchandise 


products. 
™ 


Year-Around Air Conditioning 


For $12,000 Homes 


Complete year-around air condition- 
ing for the entire home, frequently 
forecast as the next important step in 
home building, will be the principal 
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+ Hopping the Fast Freight held no 
terrors for Kenneth Curtis, presi- 
dent of Curtis Lighting, Inc., on his 
way back from a personal visit to 
the Curtis representatives in Los 
Angeles. Harry Barnard, who is 
wishing him well at the send-off, 
claims that he acquired his desire 
for rough riding in taming some 
bronchos in the Santa Nez Valley 
but other rumors say that the loss 
of his return ticket in an all-night 
poker game was responsible. 





selling feature of a large-scale develop- 
ment of moderately priced homes, now 
under construction in Washington, D. C. 
Pioneering in this respect, a prominent 
Capital builder is constructing 48 
modern houses built to sell for $11,950 
complete with electric range, refrigera- 
tor and year-around General Electric 
air conditioning. 


Obituary 





William S. Hadaway 


William S. Hadaway, illuminating 
engineer of the Westinghouse Lamp 
Co., died recently in Belleville, N. J., 
from injuries received in an automobile 
accident. 

Graduated from Cornell University in 
1920 with a bachelor of science degree 
in electrical engineering, Mr. Hadaway 
entered the employ of the Edison Lamp 
Works in Harrison, N. J., as a factory 
engineer, later assuming duties in light- 
ing engineering work. In 1929, he 
joined the commercial engineering dept. 
of the Westinghouse Lamp Co., Bloom- 
field, N. J., as illuminating engineer. 

In his 15 years of employment in the 
electrical industry, Mr. Hadaway has 
engaged in lighting work of every de- 
scription from manufacturing to appli- 
cation. At the time of his death, he was 
active in the design of lighting installa- 
tions in commercial and _ industrial 
fields. 

Mr. Hadaway was born in Mont- 
gomery, N. Y., and was 38 years of 
age at the time of his death. He was a 
member of the Illuminating Engineer- 
ing Society. 
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Garbage Grinder 


Built for installation beneath the kit- 
chen sink, this device grinds the waste 
food and quickly disposes of it through 
the drain pipe into the sewer system. 
Driven by a 4 h.p. motor, taking its 
current from the ordinary house circuit, 
the grinder, by means of centrifugal ac- 
tion, shreds all types of waste food, in- 
cluding bones and other hard substances, 
except bottles and cans. Reduced to a 
fine pulp, this is flushed by water into 
the sewer and carried away as part of 
the sewage stream. The speed of the 
grinder, together with the centrifugal ac- 
tion, results in the aeration of the food 
solids. This causes grease in the garbage 
to coagulate into compact particles and 
to pass through the pipes without coating 
or clogging. General Electric Co., 
Schenectady, N. Y.—Electrical Whole 
saling, August, 1935. 


Dual-Purpose Fan 


This “Handi-Fan” may be swung to 
take air from the room or to draw fresh 
air into the room. It has a square guard 
and deflecting louvres, which are de- 
signed to prevent direct air currents from 
blowing papers from the desk. The mo- 





tor is of the shaded-pole induction type 
and cannot interfere with radio reception. 
It is quiet in operation, with a slightly 
perceptible hum caused by the air in 
motion with the fan blade. Extra sockets 
are provided, which may be. secured to 
the framework of the windows. Thus the 
fan may be used in the kitchen to blow 
hot air out during the preparation of 
meals and then carried into the dining 
room for cooling purposes while the meal 
is eaten. Lists at $12. Peerless Electric 


Co., Warren, Ohio.—Electrical Whole- 
saling, August, 1935. 
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Solderless Wire Grips 


Made by a special process, these solder- 
less lugs, known as wire grips, are 
neither castings or forgings. Thus it has 
been possible to use pure electrolytic 
copper for the composing metal, assuring 
highest conductivity. The manufacturers 
state that this “cold-flowed” process of 
manufacture also preserves the structure 
of the composing metal, thereby increas- 
ing the mechanical strength and permit- 
ting the grips to “take” all the clamping 
necessary. for good contact. Only five 
sizes are necessary to cover the entire 
range of wires and cables from No. 14 
to 1,000,000 cm. Clear wire holes, in 
contrast to blind holes, give positive, 
visual evidence of the degree of contact. 
Bulldog Electric Products Co., 7610 Jos. 





Campau Ave., Detroit, Mich—Electrical 
Wholesaling, August, 1935. 


Iron Repair Kit 


Containing all the necessary parts for 
servicing all makes of irons and cord 
sets, this iron repair kit is put up in an 
attractive display box and is priced to 
sell to the dealer at $3.00. The price 
covers the iron terminals and terminal 
blocks that are included in the kit, with 
the other repair items included at only a 





Manufacturers 


additional 
claim that a few repairs will return the 
entire investment in the kit. Eagle Elec- 


slight 


cost. 


tric Mig. Co., 59 Hall St., Brooklyn, 
N. Y.—Electrical Wholesaling, August, 
1935. 

Electric Roaster 


Equipped with a thermostat to auto- 





maintain a 
perature, this large-size electric roaster 
includes a complete set of accessories and 
serves all cooking purposes except broil- 


matically pre-selected tem- 


ing and roasting. The large utensil fits 
the cooking well. It holds seven and 
one-half quarts of liquid, and is of ample 
size for a 10 lb. ham or fowl. The three- 
piece set cooks a complete dinner for 
six at one time. Finished in black, baked- 
on enamel with lustrous and gleaming 
chrome. The utensils are of heavy gauge 
aluminum. Economical to operate. Re- 
tails for $16.95. Westinghouse Electric 
& Mfg. Co., E. Pittsburgh, Pa.—Electri- 
cal Wholesaling, August, 1935. 


Automatic Waffle Iron 
Eliminating the necessity of prying or 


scraping up the waffle to remove it from 
the grids, this “Lifto” waffle iron 1s 





which 


attachment 
nestles under the waffle while it is baking. 
As the cover is raised, this device lifts 
the waffle from ‘the grid. Three different 
grades ot waffles may be produced by 
a simple adjustment of the texture in- 


equipped with an 


dicator. A red light signals when the 
grids have reached baking temperature 
and again when baking is done. The cur- 
rent automatically shuts off when the 
waffle is done. The unit is designed in 
shimmering chromium with a contrasting 
motif of ebony enamel inlay. Samson- 
United Corp., Rochester, N. Y.—Elec- 
trical Wholesaling, August, 1935. 
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Interference Eliminator 


Designed to eliminate radio inter- 
ference at its source, this unit known as 
“Filtrad” is a simple, plug-in device that 
attaches directly between the supply cir- 
cuit and the offending switch, motor or 
other unit. It is said to employ an en- 
tirely new idea and circuit in filtering 
out the interfering radiations and has 
nothing that can break or wear out. It 
is effective on power motors, generators, 
motor-driven appliances, circuit-control 
devices, battery chargers, neon signs, 
X-ray and  violet-ray machines. No 
special wiring changes or engineering 





service are necessary for installation as it 
has standard, universal connections, 
which can be made by anyone. Except 
in rare instances, no ground connection 
is necessary. The unit is made in vari- 
ous sizes for handling from } to 100 h.p. 
Automatic Electrical Devices Co., 324 
E. Third St., Cincinnati, Ohio.—Elec- 
trical Wholesaling, August, 1935. 


FHA Locking Clamp 


Approved by FHA authorities as 
meeting the qualifications for the per- 
manent installation of appliances, this 
locking clamp is simple in design, costs 
only a few cents and can be quickly at- 
tached to any existing outlet. It is 
equipped with a non-tamperable holding 
screw in the place of the regular plate 
screw. The design of the screw head 
gives the appearance of being riveted to 
the face plate. The plug cap is left 
free for easy breaking of the current. 
The screw can only be removed with the 
aid of a special screwdriver. Brush brass 
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and bakelite brown are the standard fin- 
ishes. Harvey Hubbell, Inc., Bridgeport, 
Conn.—Electrical Wholesaling, August, 
1935. 
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Sandwich Toaster and Griddle 


With an expansion hinge that holds the 
upper grid in upright position or allows it 
to rest back on the handle for two-plate 
surface cooking, this sandwich toaster and 
griddle is designed to do a variety of cook- 
ing jobs. It will toast two large or three 
small sandwiches of varying thicknesses 
including “three-deckers.” Will fry bacon 
and eggs, meat, fish cakes, etc. Browns 
pancakes. Finished in chromium with 
black handles. Aluminum cooking plates 
are 104 x 53 in. Furnished with chromium- 
plated drip cup to catch excessive fat which 
flows through drain when cooking meat. 
Equipped with six-foot cord. Push button 
switch in cord. Landers, Frary & Clark, 
New Britain, Conn.—Electrical Whole- 
saling, August, 1935. 


Industrial Temperature Indicator 
Easily and quickly attached to motors, 


generators and other machines, this small 
industrial thermometer indicates operating 


oat. PEMD, 
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temperatures at a glance. Known as “Tel- 
Temp,” this device has been developed 
along approved bi-metallic principles. Con- 
sists of a dial-plate mounted in a dust- 
proof aluminum case, protected by a non- 
breakable crystal and chromium plated cap. 
The dial gives temperature readings from 
0 to 100 degrees centigrade. Scale has a 
background of green, orange and red for 
indicating safe, caution and danger zones. 
The base has a threaded stud that screws 
into the case and is attached to the ma- 
chine frame with escutcheon pins. To fur- 
ther increase efficiency, the case has a flex- 
ible rubber ring that fits tightly against 
the machine, keeping draughts and outside 
temperature fluctuations from affecting the 
true temperature of the machine being 
tested. Due to its separate base construc- 
tion, this “Tel-Temp” can be installed on 
machines as a permanent heat indicator or 
used for portable testing on any machine 
or bearing. By having the required num- 
ber of bases, one of these thermometers 
can be used as a semi-permanent installa- 
tion on several machines. Reasonably 
priced to make installations on small ma- 
chines practical. Ideal Commutator Dresser 
Co., Sycamore, Il.—Electrical Wholesal- 
ing, August, 1935. 
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Luminous Tube Transformer 


Designed to provide extra brilliancy of 
illumination in luminous tube signs, this 
high intensity transformer has a_ milli- 
amp rating double that of the standard 
duty types. This high rating is secured 
without sacrificing or reducing the effect- 
iveness of any other feature, according 
to the manufacturers. The design has 
been carefully engineered to provide the 
proper electrical and mechanical balance 
for finest performance. It is especially 
adapted to outdoor billboard neonization 
or spectacular installation, where maxi- 
mum brilliancy of letters or design is 
an important factor in the visibility 





range of the display. Acme Electric & 
Mig. Co., Cleveland, Ohio—E/ectrical 
Wholesaling, August, 1935. 


Attic Ventilator 


Equipped with the new broad, curved 
blades of light weight, sheet aluminum, 
this attic ventilator has an air delivery 
of 2,000 cu. ft. Of the single speed type, 
it is powered by a capacitor-type motor, 
mounted in a resilient base, built as an 
integral part of the motor. This prac- 
tically eliminates all motor noise. Bear- 
ings are wool-packed with large oil capac- 
ity. Drip-proof end shields protect the 
windings. This unit is similar in con- 
struction to three commercial air-circu- 
lating fans which have just been an- 
nounced by the manufacturer for use in 
stores, restaurants and taverns. Two ol 
these fans are equipped with 24-in. blades 
and one with blades of 14 in. The two- 
speed unit has an air delivery of 3,800 cu.ft. 
at high speed, and 2,500 cu.ft. at low speed. 
The single-speed model has a maximum air 
delivery of 3,800 cu.ft. The 14 in. fan is 
of the single-speed type and is capable of 
delivering 2,000 cu.ft. of air. General 





Electric Co., Bridgeport, Conn.—Elec- 
trical Wholesaling, August, 1935. 
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A 
PROTECTION 
thats 
TRUSTWORTSRY 


\; 





an — > 


GALVAKOTE 
ENAMELKOTE 


@ The rigid inspection 
that GALVAKOTE and 
ENAMELKOTE passes as- 
sures protective, lasting 
finish. The hard, yet elas- 
tic zinc and enamel cov- 
erings will not chip, peel 
or flake or bubble. These 
finishes stay ‘‘put’’ and 
last indefinitely after in- 
stallation. 


Your contractors will ap- 
prove your forethought 
and good judgment if you 
sell them GALVAKOTE 
or ENAMELKOTE. They 
will install this line of 
conduit with the knowl- 
edge that the wires they 


hold will have a perma-- 


nent protection. 


May we tell you more about 
GALVAKOTE and 
ENAMELKOTE! 


CLAYTON MARK 


& CO. 


OPERA BUILDING 
el they -\eromias 





High Speed Fan 


Delivering 6,000 cu. ft. of air per 
minute at high speed, this “Whirl-aire” 
fan is designed especially for installations 
where a maximum of fresh air circula- 
tion is required for large rooms. It is 
made in the ceiling, standard short pede- 
stal, high pedestal or floor type and wall 








| bracket models. The 22 in. blades are 
|constructed of special cast and polished 
{aluminum alloy, designed to give the 
|maximum volume of circulated air with 

a minimum of noise. Blades are balanced 
|for smooth, even operation. Motor is 
| totally enclosed and dust and moisture 
| proof. Of modernistic design, the base 

is equipped with a lock-type adjustment 
| swivel for tilting the fan forwards or 
| backwards. Westinghouse Electric & 
| Mfg. Co., E. Pittsburgh, Pa.—Electrical 
| Wholesaling, August, 1935. 


FHA Locking Devices 


Designed to provide for permanent in- 
stallation of appliances under FHA rules, 
| these locking clamps for convenience out- 
|lets will qualify such appliances as refrig- 
|erators, washing machines, ironers and 
|dishwashers for the loan privilege. The 
|locking straps will qualify ranges. The 
|strap is attached to the cord which enters 
ithe plug. The plug is in turn attached to 
‘the plate. This arrangement permits the 
|use of the plug as a disconnecting device 
|in lieu of a switch to meet electrical code 
| requirements. Owing to the strap attach- 
|ment, however, it does not permit the 
removal of the electrical equipment which 
is attached to the plug. Bryant Electric 
Co., Bridgeport, Conn.—Electrical W hole- 
saling, August, 1935. 


Penlight Flashlight 


Fitting in the pocket or the traveling 
case, this chromium-plated flash- 
light provides an_ excellent 
emergency light about the house. 
It is especially adapted for use 
|by the medical profession. The 
safety switch is one of its out- 
standing features. The light is 
turned on by sliding the clip in 
the direction of the lamp. So 
| long as it is clipped to the pocket, 
| the light cannot function. Push- 
| ing the pen into the pocket 
| forces the clip away from the 
| “on” position. It is striped 
| with standard reeding. Eight 
| lights on a display card re- 
| quire but eight inches of coun- 
| ter space. National Carbon 
'Co., 30 E. 42nd St., New York 
| City. — Electrical Wholesaling, 
| August, 1935. 

















Simple and Effective 


“ILSCO” 
SOLDERLESS LUG” 





@ The ILSCO Solderless Lug not only provides 
an effective mechanical and electrical connection 
pong so simple in construction that anyone can 
apply it. 


Serrations assist in gripping wires—stranded 
wires are forced into a solid mesh. 100% sal- 
vage value—each lug takes care of various size 
wire—low cost. 





Ilsco solder lugs show the size of the largest 
wire they will take. 





Wholesalers should write for complete data and samples 
of all Ilsco Products. 


ILSCO COPPER TUBE & PRODUCTS, Inc. 
5629 Madison Road Cincinnati, Ohle 








A BEST SELLER! 


Ninth Annual 
“VERIFIED” 
DIRECTORY 
of 
ELECTRICAL 
WHOLESALERS 
(Completely Revised) 


More than a mailing list. 
Contains detailed informa- 
tion on 1,088 active whole- 
saling establishments. Many 


new listings included. 


Single Copies $15 


Descriptive folder on request. 


Electrical Trade Publishing Co. 
330 West 42nd St., New York City 
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+A Short Rest Period for a busy 
executive. One of the pioneer elec- 
trical wholesalers of the southwest, 
Mr. F. M. Bernardin is well known 
to the electrical men of Kansas, 
Oklahoma and neighboring states. 
Since he sold out his own company 
back in the 20’s, Mr. Bernardin has 
been the head man at the General 
Electric Supply Corp. house at 
Kansas City. 


Recent Trade Literature 





Belts—Catalog and price data, listing 
models, manufacturer’s past number and 
belt number for over 200 makes of 
washing machines and_ refrigerators. 
Covers all items in a new line of re- 
placement “V” belts.—B. F. Goodrich Co., 
Akron, Ohio. 


Cable—“‘Advance In Cable Design,” 
a 16 page booklet describing recent de- 
velopments in the manufacture of paper 
insulated power cables——General Cable 
Corp., 420 Lexington Ave., New York City. 


Clock Systems—lIllustrated brochure 


describing a line of time-clock systems | 








LLLALEEYT 











584 BROADWAY 


A real profit-maker! 


@ CONEX connector is @ Costs no more than 
made of Bakelite. ordinary connectors. 


@ Smaller than compet- @ No legal difficulties. 
ing products but takes Underwriters approval. 
same combinations of Pats. No. 1678752, No. 
wires, giving extra room 1700985. 

in boxes and small places. 


@ Removable rustless applied, without solder, 
Cadmium plated insert tape or torch. Perfectly 
permits rapid inspection. _ insulated. 


Write for samples and distribution information and prices 


WEISS & BIHELLER MERCHANDISE CORP. 





@ Easily, quickly, safely 





NEW YORK CITY 














for industrial plants, stores, banks, | 


schools, hospitals and public institutions. 
—Holtzer-Cabot Electric Co., Boston, 
Mass. 


Connectors—Trade Bulletin No. 22. 
Photographs, descriptive data and prices 
covering the SC-6-X Wedge Grip Con- 
nector.—H. B. Sherman Mfg. Co., Bat- 
tle Creek, Mich. 


Electric Kitchens—No. A-241 entitled 
“Kitchen Step-Saver Bulletin,’ showing 
six carefully planned and economically 
designed modern step-saving kitchens.— 
Standard Electric Stove Co., 1712-1720 
N. 12th St., Toledo, Ohio. 


Indirect Lighting — Handbook H, 
featuring indirect lighting luminaires. 
Includes pictures of units and actual in- 
stallations, with selling helps for whole- 
salers and contractors. 28 pages. Curtis 
Lighting, Inc. 1123 W. Jackson Blvd., 
Chicago, II. 

Lighting Units—Catalog No. DP-184, 
featuring illustrations and descriptions 
of the complete line of Duplexalite 
lighting fittings for commercial and resi- 
dential application. The Miller Co., 
Duplexalite Div., Meriden, Conn. 


Radio—Service Hints Booklet, Volume 
Two. For radio dealers and servicemen. 
Contains practical information  sub- 
mitted by radio servicemen in all parts 














Sectional view of 
No. 295 Nozzle 
showing brass ar- 
mored attachment 
Plug. 





Showing the No. 295 
— =~ on 

Cover of Wo. 130 
Adjustable Floor Box. 








FLOOR JUNCTION BOXES No. 330 LATROBE TOM 
Standort. ee ee Ferg = THUMB UTILITY OUTLET 

so promptly shipp at the For use in wood installations, 
—, need not keep a com- and other locations free from 
B . moisture or mechanical injury. 











SATISFACTION and PROFIT 
for the WHOLESALER 





SLOOR BOXES 


FULLMAN MFG. CO. 


LATROBE, PA. 


MANUFACTURERS OF QUALITY FLOOR BOXES AND SPECIALTIES 
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Booklet, Volume Two. Detailed in- 
SOLDERLESS-TAPELESS | structions for the proper servicing of 
CONNECTOR 


é — VERHEAD 
auto radios.—Hygrade Sylvania Corp., © H 
Ranges—Catalog D-600, 32 pages, giv- 

| ing descriptive and technical data on the 

lentire line of Hotpoint ranges with wir- 


AND 
UNDER- 


| Emporium, Pa. 


THE PREFERRED iD the country. Auto Radio Service 
| 





GROUND 
“ ” |ing information. Profusely illustrated 
thread-on | —Edison General Electric 4 1ppliance 
1Co., Inc., 5600 W. Taylor St., Chicago, 
WIRE CONNECTORS 
7 reasons why: | Speed Reducers—1l2 page price and 
data sheet No. 22-0, covering motorized 








Make simple, inexpensive wire 
joints — better electrically and 
mechanically. 
2 Fast—a joint in less than a min- | Switches—Catalog 58-S describing in 
ute. A twist of the fingers screws | detail the complete line of industrial 
wires into Connector—that’s all! | safety switches, meter service and 
3 Convenient to use—no solder, |entrance switches and a new line of 
tape, flux, blow torch, tools, etc. motor starters.—Colt’s Patent lire Arms 


4 Safe — prevents shorts, grounds Mfg. Co., Hartford, Conn. SPLICING SLEEVES 


speed reducers.—Janette Mfg. Co., 556- 
558 W. Monroe St., Chicago, III. 

















and fire hazards. | Tools—A 48 page, two color catalog, : S| 
5 Permanent —noth- | No. 35, giving descriptive and technical Wolverine eeves are recog- 
ing to rot or loosen. | data on a complete line of pliers, nized for the ease with which 
6 Fully approved. | wrenches and other tools. Contains data they are handled in service 
Listed by Under- |on new service tools for refrigeration and are favorites with the 
writers’ Laboratories. | maintenance men. Includes prices.— ere 
| , - . en ~ vied utilities. 
Three sizes fit all Bonney Forge & Tool Works, Allen- : 
common wiring town, Pa. They are all packed in handy 
es keaiaiibeiai | Water Heaters—Catalog D-300, 40 shelf cartons for easy han- q 
ee po 8 | pages, featuring specifications and de- dling by the wholesaler. 


TORS in use. Priced to give scriptions of Hotpoint water heaters. 
your customers value —to > > iaer: ; 7 pice installa- WOLVERINE 
lee aan ae ee Includes diagrams of typical installa 


samples, literature and tions. Profusely illustrated.—Edison Oo 
prices. General Electric é 1 ppliance Ce., Tne., TUBE C MPANY 


IDEAL COMMUTATOR DRESSER COMPANY | °°00 W. Taylor St., Chicago, IIL. 1141 Central Ave., 
1047 Park Ave. Sycamore, Ill. DETROIT, MICH. : 

















Classified Ads 





SALESMEN 


Rates: Fifty words or less, one insertion 
$2.00, additional words two cents each. 
Payment in advance is required for ad- 
vertising in this column. 






‘pA 


I FRICTION 





Positions Wanted 


NS THe ononité COMPANY ” 





WAYS 


Sales Position Wanted: | Man, well ©x-| | refer to 
perienced electrical supplies, fixtures, ap- 


pliances, with Central States whole- 66 E L E Cc T R I Cc A L 
ee saler, desires to work for manufacturer CONT RACT t NG 7? 
; in established territory where minimum 

living can be earned at start and good for PANTHER and 
future assured. Has been purchasing] | DRAGON TAPE 


agent and salesman. Knows buyers Chi- ADVERTISEMENTS 
* cago and other Mid-West cities. Gentile. 
BELLS-BUZZERS ite 


Give particulars. Address Box 


| TRANSFORMERS ELEcTRICAL WHOLESALING, 330 W. 42nd 
sibusitiince™ SHERMAN SiLICING 
| SIGNAL Bells, Buzzers and SLEEVES 


Transformers are widely known 




















i ; low 7 " ; ; . : 
| srles, Stine, Sale ow Gases on Management - Purchasing: Experienced | | Rinuractured in accordance with specifications sug. 
23”, 3”, 4”, 5”, 6”, and 8” sizes, man who understands electrical whole- gested by the NELA Committee. Tensile strength 
single and double coil. SIGNAL = . ieee ee ? ample. The wire will break before loosening in 
. - a saling in all phases, both Chic ago and the Sleeve when properly soldered. Sleeves have no 
also offers a complete line of he A ° tendency w . 
ee J . ose . . . —_ y to over-heat. Can be used on either 
skeleton and weatherproof bells. smaller cities, desires to locate with re scnnll caer Gee ean Eee Geek Oa oe 
Write now for literature, prices, sponsible company in Central States allows a — en peiecios ceneens of the 
an D e Cc Sleeve aroun e conductor Defore soidering. 
see eae where he can look forward to steady All surfaces are smoothly tinned. 
SIGNAL ELECTRIC MBG. CO. work for many years. Can take charge Send alg sd cg ode 20 
x : 0 ‘ou jobbers. 4 
Menominee, Michigan of a department, assist manager or man- . 4 
age branch house. Gentile. Active. 


Reliable. Address Box 84, ELEcTRICAL 
WHOLESALING, 330 W. 42nd St., New 
York City. 


OFFICES IN PRINCIPAL CITIES 


Lines Available 
Manufacturer of Electrical Wiring de- H. B. SHERMAN MFG. CO. 


vices and electrical advertising special- BATTLE CREEK MICHIGAN Fy 
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Wrotesace Excrusivery/ 


PROTEL T/OM 10 OUR TRADE OUR POLICY 
WE ARE MOT 1 COMPETITION= ~~ OUR CUSTOMERS 


NOTHING SOLD AT RETAIL’ 


+ Reassuring Customers. When a 
visitor steps through the front door 
of Crescent Electric Supply Co., 
Burlington, Iowa, his eyes immedi- 
ately rest on this sign above the 
sales counter. If the visitor is an | 
ultimate consumer he knows that | 
he will be unable to buy here and 
when the visitor happens to be a 
dealer or contractor he feels reas- 
sured that this house is not com- 
peting with him. 


ties wishes to obtain sales representa- | 
tion on a commission basis in the follow- | 
ing territories: (1) Washington, Oregon, | 
Idaho; (2) Wyoming, Utah, Colorado; | 
(3) Kansas, Missouri, Iowa; (4) North 
and South Dakota, Minnesota. Address | 
Box 8&2, ExLecrricAL WHOLESALING, 330 | 
W. 42nd St., New York City. 


Show Window Reflectors: Manufacturer 
of well-known make of glass show win- 
dow reflectors has openings in several | 
territories for representation on commis- | 
sion basis. Following among electrical | 
wholesalers necessary. Address Box 87, | 
ELecrricAL WHOLESALING, 330 W. 42nd | 
St., New York City. 


Lines Wanted 


Manufacturer’s Agent, located in New 
York City, metropolitan area, desires | 
additional line, either electrical appli- 
ances, wiring devices or specialties for | 
the metropolitan area. Has been con- | 
tacting electrical wholesaling trade for 
23 vears and now represents nationally 
known firms. Offers complete branch | 
office and warehouse service to repu- | 
table manufacturers. Address Box 83, 
ELECTRICAL WHOLESALING, 330 W. 42nd | 
St., New York City. 


To Manufacturers who are interested in | 
reducing selling costs and want proper | 
representation in metropolitan New| 
York. We cover this territory with four | 
men calling on the electrical, hardware | 
and housefurnishing trade. No com-| 
petitive lines handled. If you are inter- | 
ested in this kind of distribution, send 
complete details. Address Box 81, | 
ELECTRICAL WHOLESALING, 330 W. 42nd | 
St., New York City. 


Surplus Stock Bought Up: We will! 
purchase your slow-moving and surplus 
stocks of electrical supplies, wiring ma- | 
terial, motors, lighting fixtures, condu- | 
lets, etc., in any quantity if the merchan- | 
dise is desirable. Send us an itemized | 
list and we will make you our cash offer. | 
Address Box 86, ELECTRICAL imme | 
ING, 330 W. 42nd St., New York City. 





‘ 





but talk? 


This 


structed to expel the gases caused by 


ferrule is scientifically con- 


a blow, but will not allow any flame 
to escape, 


No gadgets or mechanical movements 
but a good fuse made to indicate 
simply. 


BLOWN! 
OK VANISHES 
——e 





CHICAGO - 





A NEW WHIRLWIND 
FERRULE for the FUSE 


that does everything 


MILWAUKEE - 


GOOD—IT SAYS 
O.K. 


UNDERWRITERS APPROVED 


Stop Selling Antiquated Fuses 
Keep Up With the Times 
Give Your Salesmen the Benefit 
of New Developments 
Increase Your Sales and Profits— 


Sold Through Wholesalers 





BROOKLYN, N. Y. 
ST. LOUIS + SAN FRANCISCO 





MFG. CO., inc. 
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HOMES AND 
INDUSTRIES 
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EST 
TRADE 
® 


aii 


Every 


DEALER 
Can Sell 


KLEINS 


New packaging — new displays 
—still the old Klein quality! 
Every dealer should stock Klein 
Pliers. Electricians — radio and 
appliance service men — good 
mechanics — __ every 
man who appreciates 
good tools will use 
nothing but 
Klein Pliers. After 
checking the 
“want list’ be 
sure to mention 
Kleins — stand- 
ard of quality 
“since 1857." 




















Distributed 
through 
jobbers 








Mathias & Sons 
Established 185) 


3200 BELMONT AVE., CHICAGO 
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YAGER'’S 


vac RS has stood 
the 

Test of 
Time 


Since 1873 Yager's soldering salts 
have been recognized as a qual- 
ity product, making new friends, 
keeping old ones. 


Priced Right 


1% pound cans. . . $0.50 ea. 

1 poundcans... .80 ea. 

5 pound cans... 3.00 ea. 
Less by reshipper cartons. 








Ask for 
FREE SAMPLE 


Alex R. Benson Co. Inc. 
Hudson, N. Y. 


























“HOLYOKE INSULATED WIRE” 


in a product stamps it as 
SUPERIOR and DEPENDABLE 


ANNUN. OFFICE AND 
THERMOSTAT WIRES 


FIXTURE WIRES 
FLEXIBLE CORDS AND CABLES 
& ANTENNA LEAD-IN 2 
RADIO HOOK-UP WIRE 
TRANSMISSION WIRES 


ASBESTOS COVERED 
RESISTANCE WIRES 


RUBBER SHEATHED MICRO CABLES 


THE HOLYOKE COMPANY, INC. 


720 Main St., Holyoke, Massachusetts 
Leaders in Wires Since 1910 
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TAPE 


PLYMOUTH RUBBER COMPANY. Inc. 
CANTON, MASS 















































PLYMOUTH 


RUBBER COMPANY. Inc. 


CANTON, MASSACHUSETTS - MANUFACTURED BY 
PLYMOUTH RUBBER COMPANY Inc. 


Manufacturers 
Since 1896 CANTON, MASS. U.S.A. 






































HOW TO CLOSE A SALE 


When the customer hands the order to the average 
salesman the salesman says to himself —’ The sale is 


closed’’.— But is it? 


A BUSS 
sales point 
to talk about: 


Terminals held in- 
positive alignment 


{A patented feature} 


When a BUSS fuse is assembled the 
terminals are automatically brought in 
line. 


One terminal is held in a close fit- 
ting slot — the other carries lugs which 
seat in the metal end ring. 


The fibre bar is NOT DEPENDED 
UPON to line up the terminals. 


Even if the fibre bar is accidentally 
broken or if it twists or warps it is im- 
possible for the terminals get out of line. 


This means that a BUSS fuse will 
always make good contact in good clips. 
It will never have crooked terminals 
that force good clips out of true. 


By eliminating poor contact, BUSS 
fuses prevent heating which is often 
the cause of fuses blowing needlessly 
and causing useless shutdowns. 


It is just points like this that make 
BUSS fuses the outstanding protective 
device on the market today. 








BUSSMANN MANUFACTURING COMPANY, 2536 W. University St., St. Louis, Mo. 
A Division of the McGraw Electric Company 


Say Var lam 


HAT if the product doesn’t meet the buyer’s expec- 
tations? Is the sale closed? When a customer wails 
about not getting what he wanted, is the sale closed ? 


If, on the cther hand, the order is taken, the goods are 
shipped, the bill is paid—and the customer 1s pleased—then 
it looks reasonable to say ‘'the sale is closed.” 


Get the idea—the real sale is made only after the product 
is in use and the customer is pleased. 


Seeing that the customer is pleased is one of the great 
RESPONSIBILITIES of a salesman. This means that the 
salesman must 


1. Acquaint himself with the buyer’s need. 
2. Pick out the article he believes best suited to fill the bill. 
3. Do everything in his power to see that the buyer UNDER- 


STANDS CLEARLY just what the merits and what the 
limitations of the product are. 


Let’s apply these principles to a specific case; suppose you 
are calling on a buyer of fuses: 


You know he needs fuses to protect—yet he doesn’t want 
them to blow needlessly. 


You know that BUSS SUPER-LAG Fuses are made to fit 
this need. 


Therefore you tell him how BUSS Fuses can help him. 
But you don’t lead him to believe that they are a magical 
device that will cure troubles due to careless maintenance 
work or inadequate equipment or the like—that’s not their 
business. You show him that they are a device designed with 
great care and precision to give him the best in protection 
both against damage to equipment and against needless in- 
terruptions of electrical service. 


It’s always a good idea for a salesman to learn what should 
and what should not be expected of the products he sells. 
Then when he makes a sale the customer buys with his eyes 
open. This eliminates kicks and comebacks and permits the 
salesman to truly say “The sale is closed.” 


FUSE 

















